







ELECTRICAL 
dale) (-t-t-tilale 


THE INDUSTRY'S SALES &2 MANAGEMENT MAGAZINE 





A McGRAW-HILL PUBLICATION a 4 Ok ee 2 Oe On 





DECEMBER:1958 






CREDIT 

‘Why apologize for 

collecting money?’ 
page 40 





TRAINING 


‘Foot in the door, 
fom col-Mel mem ilul-¥ 
page 42 


TT 













SELLING 
‘Our hot-shot counter 
system pays off’ 

page 38 








pin: 


inst yo 


APPLETON 


P Jc 
"Ocho, LIQUID TIGHT 
AGA IST JUNCTION BOX 


JIC blank box for 
special installations. 
May be drilled for 
custom installation of 
Uni-Seal hubs or 

STN connectors. 


WM Safety engineered to JIC specifications, this new heavy gauge 
steel junction box gives positive protection from liquids, fumes, 
shavings, dirt and other foreign matter. Box body is of one-piece 
welded construction without holes. May be custom drilled. Special 
gasket seal for cover. Exceptional wiring room... outside dimen- 
’ long, 25%” wide, 2\4” high. No sharp edges. Extra 
| screw support- 
specify 


sions: 4%" 
rigidity. Exclusive full width bridge for additiona 
Next time you need a liquid-tight junction box 
APPLETON JIC! 


APPLETON ELECTRIC COMPANY 


1701 Wellington Avenue ¢ Chicago 13, Illinois 


Also Manufacturers Of: 


“ST” Series 
fhe ton Malieable lron Industrial Lighting 
Unilets Equipment 





this is the exclusive ECON 


Super Safety Zone! 


heart of the ECON® DUAL ELEMENT FUSE! 


it’s called ECON-ALLOY.. .A fast acting, 
cost cutting, thermal element that permits 
harmiess and temporary overloads up to 



































W ELECTRICAL ECON-ALLOY GIVES COMPLETE PROTEC- 
hy risk costly work stoppages due to temporary WHOLESALERS TION when overload exceeds predeter 
; i ee mined time and capacity limit by changing 


or harmless overloads when you can have the 
: , directly from solid to liquid completely 


complete protection of ECON® Dual Element this are telling your breaking the circuit! 
Cartridge Fuses... Econ-Alloy Thermal element astomer 


made by Econ 


fin ce 


The heart of the Super Safety Zone) permits 
overloads up to a predetermined time and capacity 
limit then gives complete protection! Fusible Links 
joined to the Econ-Alloy thermal element give 
instant protection on short circuits! Next time you 
buy, specify ECON® Dual Element Cartridge 
Fuses — for complete protection ! 


Available in Knife Blade or Ferrule 
type from 0 to 600 amperes, 250 and 600 volts. 


Underwriters’ Laboratories listed. & u Lj E Ss 


Write for ECON® Dual Element Catalog S-60. 











ECONOMY FUSE AND MFG. CO. 
2717 Greenview Avenue, Chicago 14, Illinois Mi 
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ASK YOUR ELECTRICAL WHOLESALER FOR ECONOMY FUSES. ,. THE COMPLETE FUSE LINE 
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"Ask and you shall receive: is the title 
interesting, constructive which appeared 
of the October issue of E WHOLESALING . 


distributor and electricé r rer should re 


One paragraph which struck us as being especially 

said this: "Just inform a manufacturer '§ salesman 

ion on 4 job. Don't bother wit” 

or how : os at the word ‘competi t10" 
iscounts rolling: He 18 obviousl authorized 


the da 
vite a We without checkin with anyone. 
riter of 


' 


We thoroughly agree with the W this article wh 


labels such pricing practices as spineless and unhealthy 
They don't meet competition -- they create i* 


— 
Square D's pricing policy is this -~ under no circumstances 
do our field engineers have the right to cut a price When 
faced with 4 competitive price situation, they must present 
all of the pertin nt facts to © ales headquarters where 
all decisions concerning prices 4 _ We have this 

olicy for very sound reasons: Quite often, the men facing 
the customers are under tremen », In some 

which they are 
possible 
approach 


instances, 
not aware. 
in their appraisal of any 
which might contribute to market instability: 


We believe in a fair margin of profit for you and for us: 

We have an obligation to you to meet legitimate competition: 
But this we promise you -~- going to create it. 
sincerely, 


w. J. Moriarty 
Manager, Distributor Relations 
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Fiow one distributor bounced back * 
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That's the successful approach used 
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Good Times, Good Talks 
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That was the story at this year's Missou River Club mee 
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eee HOWARD J. EMERSON 


H. REINHARZ 
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Comparative catalog 


numbers Credits and Collections 


Descriptions From our “house” to your “houses”— 
the merriest of Christmases and the 
Zones where applicable — priest of New Years eee 
Incidentally, our cover—besides b Editorial persistence 
eee ‘ ‘ ' f th 
ng our holiday card—spells out a ft anothe ‘ his 
of the presents you'll find insid ecovery [ré > i 
e Speedy special service is the spc ory of Harl trical Supply's 
binder or with carrying case or desk rack cjalty of W. T. Foley Electrical Sur urvence from { le to revital 
to suit your preference and.......+. eeeneonens ply. For how it looks in action, turt d operat vas done by Bob 
without extra cost. to page 38 bush a’ tn ps to the Chicago 
e Paying bills—a touchy subject rea wl the firt |) operating 
to say the least. Yet it's a vital one ] tempora ict 2) con 
HENDERSON-HAZEL CORP. DEPT in this business. To see how one elec- structing its me quarters (3) 
trical distributor has successtully at Clio t o s new 
13601 Euclid Avenue, Cleveland 12, Ohio tacked the problem, see page 40 
Please send complete details about e Outside selling is the goal o! 
NATIONAL PRICE SERVICE to us many a man in this business. How to In this season of good (?) spirits 


¢ 


All in one carefully organized, compact 





immediately - no obligation get ready for it? That’s the question we're reminded of the young distribu 
Charleston Electrical Supply thinks it tor’s salesman who was advised to try 

has the step-by-step answer to. For buying a particularly tough customer a 
further details, check page 42 few drinks to pave the way for a sale 
e Electrical housewares—profitable Next morning, the tyro proudly 
cr not? For how one distributor de though groggil lropped his order in 


1 


cided, turn to page 52 the sales manager's hand 
e How does wire and cable look to It read: 4 cases, Jack Daniels; 5 
you? For distributor opinion on this cases, Johnny Walker; 7 cases, Four 
| basic product group and some salty Roses; 2 cases, Seagrams ... efc.... 
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without ws 
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GEDNEY CONDUIT BODIES 


TO 4" 





SCORES OF OTHER GEDNEY FITTINGS are 
available for every purpose all carefully designed 
l nspecte 1 to 














ELECTRIC COMPANY 


>, 


aes mJ 
RKO BLDG. RADIO CITY, NEW YORK 20 


Foundry, Factory and Shipping Point Terryville, Conn 
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Latrobe 
Electrical 


Products 


“Latrobe” Floor Boxes and Wiring 
specialties are top performers because 
they are expertly designed of the finest 
materials. 

“Latrobe” Products are proof that the 
shortest road to efficiency and economy 
lies through quality. 


ADJUSTABLE FLOOR BOXES 
Adjustable Floor Boxes are bonded which 
makes them fire-proof—come in single round 
or square bodies—also furnished in square 
single gang, two gang, three gang and four 
gang types 

Non-Adjustable 

Floor Box 
Represents the last 
word in unique design 
neat appearance, few 
est number of parts 
and least amount of 
labor to install 


Insulator Supports 


Fasten porcelain or glass in 
sulators to steel framework 
holes. 4 


and 212 


without punching 


sizes—] 1%”, 2 
‘Latrobe’ 
Pipe or Conduit 
Clamp 


This clamp is made 

with a double safe 

ty bite of case 

hardened tool steel 

Two models—Right 

Angle and the Par- 

allel support. Each model comes in 
to handle pipe or conduit '2” thru 4 


10 sizes 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes—Cover Plates 
Junction Boxes—Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports—Fish Wire 
Staple and Cable Clips 


Putiman 


Manutacturing Oo. 


12715 


LATROBE. 


JEFFERSON STREET 


PA. 


1209 


LETTERS TO THE 


EDITOR 





Ever-Popular 


Dear Su 
Could you please send us six cop 
“Ask and You 


which 


ies each of the article 
Shall Receive”, appeared in 
your October 1958 issue (p. 60), and 
‘New 


Tables p 


also Footcandle 
YQ)” 

M. H. SHARLIN 
PRESIDENT 
DOMINION ELECTRIC SUPPLY CO 


\RLINGTON, VA 


Dear Sir 
We are very much 
Ask and You Shall 
We should like much to ob 
tain 25 reprints of this article if they 


interested in 
Receive’ 


very 


are available If reprir are not 


available and you find it necessary 


to give us permission to reprint will 
send me a 


you please Copy of the 


article so that we an use it for re 
printing purposes Qu 


marked up that we 


copy h 
yveen so cannot 
use it to make reprints 


B. B 


PROMOTION 


CsRAHAM 
ADVERTISING & 
GENERAI 
BRIDGEPORT 


SALES 
ELECTRIC COMPANY 


CONN 


Dear Sir 

| wonder how many manufac 
turers read Ask and You Shall Re- 
ceive ind did you have any reaction? 
It is truly one of the most constructive 
articles I have Il you send me 
25 more? I wot like to pass them 
ilong to some of my good manufac 
turer friends in the industry. If there 
is any charge, just tor them 
Let's hav 


the market is far more 


Even to 

diluted 
screwod in ever before 
Once the inufacturers are 
that, the electrical distributor 


then get thr 


aware ol 


selling must 
just phon ng the 


Good luck 


MERRITI 
VICE PRESIDI 
MILL-POWER 


CHARLOTTE 


e Reacti 
prints 

and have mailed “a 4.4/0 
W rite eprint Di ELEC 
WHOLESALING 130 HU 
Vew York 36, N.) 


TRIC 





Housewares Letter to Salesmen 





Late this year, L.L. Hirsch, president 
of Electrical Supply Co., New Orleans, 
sent the following letter to his sales- 
men. Because we thought it of wide 
interest to EW’s readers, we asked his 
permission to print it. For what Elec- 
trical Supply is doing right now with 
electric housewares, see page 52 

Here is the letter: 

October 22. 1958 
To Salesmen 
From:—L. L. Hirsch 
SUBJECT: Small Appliance: 

1 am asking Mr. Frank, Merchan 
dise Manager, to make for me a com 
pilation of the promotions 
which we are upon to 
handle in the Merchandise department 
In my opinion, this situation has 
grown like until many 
items, even lines, are so complicated 
and expensive to handle that the 
game is not worth the candle” 

Nearly all lines handled have deals 
of one sort or another. Then, 
there are some with spiffs; many with 
advertising allowances of varying per 
centages; some with guaranteed sales; 
others with freight allowances, with 
billboards, with pre-season drop ship 
ments, and/or with trade-ins; many 
have datings with variations; and quite 
a few deals tamper with the so-called 
’ (What's historical 


various 


now called 


Topsy today 


too, 


“historical margins 


ibout it, I don’t know) 
When 


constantly 


consid 
»bsoleted by newer models 
and when you take into consideration 
the enormous amount of troublesome 
and time-consuming paper work being 
time taken 


master 


glone in the office, and the 


by you men to try to these 
readily 
understand that the time ripe for 
study and a re-evalua n ol 

the items, even of some of the lines 
we handle 


Added to all 


competition given us by the factories 


various promotions, you can 


some of 


this, is the kind of 


which, in 
kinds 


com 


we represent factories 


some Cases, appoint Varying 


and sorts of distributors in 
petitors to undersell us to our 
larly 
and deal’ 

This letter is written to ask you for 
a frank 
from 
and I trust you will let me hear from 
you in detail 

I am of the opinion that the time 
these 
various promotions, and even in some 


regu 
established trade and to “wheel 
with the ‘discounters’ 
expression of the situation 


your individual point of view 


consumed by you in learning 


instances in the successful selling 
thereof, if put 
sult in 


profitable business 


might re 
more 
for the company 


elsewhere 


more business—and in 


and for you 
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ween VAL UE 


The MOE Zz,“ franchise is the most valuable 
in the lighting tixture industry 
BECAUSE, despite at 4 / 


from 


1 is the largest national advertiser in the 
industry, supporting its distributors with a 
fully integrated merchandising program 
complete from national and business maga- 
zines all the way through to point-of-sale 
material for dealers’ in-store use 


® THIS AD APPEARED 


IN THE 

JULY ISSUE OF 
ELECTRICAL 
WHOLESALING 


No other lighting fixture manufacturer 
gives you equal help... year after year! 


MOE Light advertising appears regularly, year in and year 

out, in such giant publications as House & Garden, Living, 
American Home, Better Homes & Gardens, and House Beauti/ 
as well as in national business magazines read by architects, 
builders, contractors, electrical and hardware dealers. It 

is backed up by an armory of special sales-aids—newspaper 
mats, direct-mail pieces, in-store display materials, etc.— 

all climaxed by the WORLD’S FINEST LIGHTING FIXTURES 
CATALOG. This huge, full-color catalog alone, according to man) 
dealers, contractors and others, is enough to establish WOF Light 
leadership in the trade. 


This is but additional proof of what so many distribut 
“The MOE Light franchise is one of our most valuabl 


Zz 
Z 
= 
= 

> 


~ 


% 


mw 


RS 


\» 


% 


‘me THOMAS INDUSTRIES INC- Poaders in 


LIGHTING FIXTURE DIVISION 
Executive Office 410 S. Third St., Louisville 2, Ky. Dept., EL-12 Creative Lighting 


Factories at Ft. Atkinson ana Sheboygan, Wis. Hopkineviiie, Ky 
Los Angeles, Callf.; Ft. Smith, Ark 
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TIMES and TRENDS 
High Price of a Price War 


The price war in heavy electrical equipment is making newspaper headlines. 
Switchgear, transformers and oil circuit breakers have been selling from 10% 
to 50% below regular prices, according to one piece ; 

Missing from these stories, however, are any suggestions of the infighting 
taking place for each order. We can imagine the frantic scrambling that fol 
lowed the recent awarding of a new school job in the Northeast. The original 
panelboard and switchgear bids ran from $97,000 to $107,000. These went 
out the window when the contractor got the job. He immediately began to 
peddle the bids back and forth. The price dropped to $84,000, then to 
966,000 and finally to $63,000. No doubt this little story of the great give 
away has hundreds of versions—all with a sad ending for someone's profit 

Competition is truly the mainspring of our economic system, but severe 
pressure can damage the spring in any watch. This obviously is that kind of 
destructive pressure 





Wave of Confidence 


Electrical distributors are far from faint-hearted about prospects for next 
year. In fact, an analysis of early returns in our annual survey of what 
; 


wholesalers foresee in their own 1959 futures suggests a wave of confidence 


n better sales and profits 

Of the 44 distributors who had responded as of November 17, 38 expect 
in upturn in their sales and 4 anticipate no change from 1958 levels. On 
two envision a downturn. As of this early count, the median expectation 


for a © imerease in dollar sales over 1958. These distributors are only 


lightly less buoyant about profit prospects: 30 believe their net 


1 


improve during 1959, 11 expect them to decline 

One distributor summed up the prevailing optimism this way, “With the 
economy expanding, we look forward to a very good 1959 Another 
tempered optimism with a slogan: “Down the volume, up the profit.” 

Next month’s EW will carry the { story on the industry's outlooh 


An ‘Extra’ That's Needed 


Personal interviews recently conducted by ELECTRICAL WHOL! 
umong distributors present some interesting perspectives on wire ind 
marketing (page 44) 

Tabulations of the replies offer a fix on some fairly well-known aspe 
of the market. Such as: that wire and cable are big volume items (accounti 
for 10-15% of the median distributor's total sales), that the contractor ts th 
single biggest customer (accounting for 51-75 of the median distribut 
vire and cable sales) 

One tabulation particularly caught our eye. It concerned extra disco 
earned by distributors for shipping from their stock rather than requestin 
drop shipments from the factory. Of 80 distributors interviewed, 24 said 
they received an additional discount on stock shipments: 56 said they did not 
The median discount received is 5% 

Here’s an “extra discount” that ought to be universal. Providing distribu- 
tors with a better incentive to ship from stock would help brake (and perhaps 
break) the disturbing drift toward brokering. 


neh 


EDITOR 





ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 


We rKking t 


requirements 

The same goes tor 
complete y stocker 
when they can’t, the 
the plant will get 

So why don't 


supply”’—many « 


WIRE & CABLE 
a subsid ary of 
| Cerro ve Pasco Corporation 


PLANTS: Maspeth and Hicksville, N. ¥ SALES OFFICES & WAREHOUSES: In al! principa 
RUBBER COVERED WIRES & CABLES + VARNISHED CAMBR ABLES + PLAST NSULATED CABLES 
NEOPRENE SHEATHED CABLES + “CIRTUBE” EmT 





TOP OF THE NEWS ... . and its significance to you 





NEMA Convention 
Highlights 


One Industry, One Market 


2% Cash Discount: 
“They Shall Not Pass!” 


Mergers in the Air 


Publicly Owned 


Two Surveys 





Ralph J. Cordiner, chairman of the board, General Electric Co., 
received the James H. McGraw Award for electrical men (see page 
90). At the convention, NEMA’s 32nd annual, in Atlantic City, 
Don G. Mitchell pointed a finger at two big trends in the industry— 
broader use of electric power; production of new and improved 
products. “We must make greater quantities at lower and lower 
cost to hold our markets . . . we must plan larger capital expenditures 
in the next 5 years than have been made in the last 20—to meet 
the demand.” 


“There is a false idea that the electrical industry is made up of mul- 
tiple markets across the country . . . each under a separate code 
of procedure.” These are the words of J. P. Hamblen, president of 
NAED. They were spoken before the Wire and Cable section of 
NEMA at the association’s annual convention (turn to page 8&2 


for more). 


The recent attempt of a manufacturer to eliminate the 2% cash 


discount on lamps died aborning. So quick and angry was the dis 
tributor reaction that the cash discount was reinstated posthaste 


A closely guarded secret was revealed recently with the announce- 
ment of a proposed merger between General Telephone Corp. and 
Sylvania Electric Products Inc. If approved by both boards, it will 
produce one of the 100 largest corporate enterprises in the nation 
According to the merger announcement, Donald C. Power, president 
of General, will become chairman and chief executive officer of the 
combination—to be called General Telephone & Electronics Corp 

—and Don G. Mitchell will take over the reins of president. Thomas 
Industries Inc., Louisville, Ky., will purchase substantially all the 
assets of Benjamin Electric Mfg. Co., Des Plaines, Hl. The new 
acquisition will operate as the Benjamin div. of Thomas Industries 
There are no changes in personnel anticipated and John R. Bartizal 
will continue as head of the Benjamin operation. A proposed merger 
involving the Bethlehem Steel Corp. and the Youngstown Sheet & 
Tube Co., was barred by the Federal Court. Reason given by Federal 
Judge Edward Weinfeld: “it would substantially lessen competition 


j 


and tend to create a monopoly in the iron and steel industry 


The privately owned Crouse-Hinds Co., Syracuse, N.Y. voted to 
make part of the holdings of the major stockholders available for 
public sale. According to Robert J. Sloan, president of the firm, no 
single block of stock having majority control of the company will 


remain 


The McGraw-Hill fall survey of preliminary Business Plans for New 
Plants and Equipment shows: capital expenditures are heading up 
in °59, Manufacturers now plan to spend slightly less in °59 than 
in °58). Non-manufacturers will spend more, and sales in all manu- 
facturing industries are expected to be higher next year. (For more, 
turn to page 88) 

The McGraw-Hill New Orders Forecast says that machinery com- 
panies now expect an average of 24% more in dollar bookings of 
new orders during the first three quarters of ’59 than actually were 
booked in the same period of 58. New orders are expected to be 
18% higher in the third quarter of ’59 than they were in the com- 
parable three month period this year. The biggest increase is forecast 
by metal-working companies. Producers of engines and turbines ex- 
pect bookings of new business to be 16% higher. 
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rn products. 








Always Use Blackburn Aluminum Fittings When 
Terminating or Joining Aluminum Conductors 


Each clamp accommodates a wide range of conductors. 


Castings are high-strength, corrosive-resistant» heat treated 
aluminum alloy. 


Blackburn spec jal surface treatment eliminates | roductie4 oxides 


and improve» conductivity - 


Bell contoured grooves protect conductors. Clamping forces are 


distributed over extra large contact area 


& Available with galvanized steel or aluminum hardware 
Aluminum hardware 15 alumilited to prevent seizing 


T " , . . , 
ype PAA 400 @ j(Can be quickly and easily installed with regular linemen 
equipment. No special tools required 


IMPORTANT: We recommend the use of § ONTAX 0? ali alum! 
num connections CONTAX * an oxide inhibiting .ompound 


with an ASTM drop pomt of 549° F 





NEW PRODUCTS 





Safety Light 
For use in hallways, bathrooms, 

stairways, where low level brightness 

is wanted 

New safety light 


rated at Il 1 vd 


combines long life 


iow cost 
} t ner 
lactors (Said to ) ss I penny 


tor full vear 1S¢ in 


that fits flush 


“in plastic unil 


against outiel ited al UU-M unit 


called Ra 


Terminal Block 


Can be combined with four 
ferent types of terminal blocks 
better flexibility 


dif- 


for 


IS 


tr 
lal DIOCK 
e Square D 


lor ncreased flextl | 


Co., Milwaukee, Wis. 


Comfort Heater 

May be used for "spot heating” 
in problem areas or for heating of 
entire rooms 
New 


comfort 


ceiling m«¢ 
deal tor 


. ' 
Ors 


t 
mperature 


overal 
main 
SKR 


ire equipped vith 


signated 


vhich provide minimum 


spacing below combustible ceil 
Each 
for 
box | I 


Pittsburgh 


ings stem has ind 
fixture 
conduit 


Wiegand Co., 


Canopy 
attachment to standard 
® Edwin L. 
Pa, 


listed 


12 


Ballasts 


New ballast is mounted outside the 


raceway of fluorescent lamp signs 


‘ LOT. 


t | ' 


1 OULSTIUC i 
yns., vet fn 


pecihications 


Available . 
S00-M.A. lat ° 
Co... Bellwood, ili 


Jefferson I 


ordinal nous 
electroluminescens Uric 


Manutactur 


has no fi 


iso saVS 


which aments 


no h t ih , 


practically eat, and | ne 


ictually electrolumines 
0 | phosp! 
ted 
conduct electricity. Panel lights whe 


e Westinghouse 
Electric Corp., Bloomfield, N. J. 


power | ipplied 


fer big 


Regulator Switch 


Manufacturer says switch is more 
economical than comparable installa 
tion of single-throws 


New R¢ 


Chance Co., Centralia) Mo e Harvey Hubbell, Inc., Bridgeport, 


Conn. 


Small Switch 


Company says 
can be attached 


Night Light 
Manufacturer 

ture in night lights—<« 

and snap-off shad« 


lead receptacles 
in seconds 


claim new 


depar 


mbines swivel 


or normal 
manufacturer 

Wide 
type auXil 
attached 


operating 


actuators may be asily 


for applications where the 


direction is not in * Gem 


Brooklyn, 


line with the plun 
Minneapolis-Honey well 
Regulator Co., Freeport, Ill. 


motion ° Electric Mig. Co., Inc 


N.Y. 
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Advance KOOL KOIL Fluores- 
cent Lamp Ballasts are the resuit 
of 3 years of research, develop- 
ment and testing. They incorpor- 
ate new grades of steel, wire, 
insulation and compounds. They 
operate cooler, give more light 
output and increase ordinary 
ballast life 3%. to 4 times. 


@== [TRasronwer co 








NINN WS Baaaaaaaaaae 


TORN AVE CHM AOC 


~ 
© SP 


* 


aed le 
Pees or a. 


Nowe 2 ae 
md rere 
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NEW PRODUCTS 





Traffic Signal 


New optical system is said to 
provide more light and better light 
distribution 


Manutacturer 
of new Model M-3 traffic signal: more 
light and better light distribution; sun 
phantom eliminated; adjustable 
receptacles allow for lamp variations; 
prevent 


ists following features 


focus 


hood rim is constructed to 
light leaks; exceeds revised specifica 
tions of the Institute of Traffic En 
gineers Maker also claims that 


can be used interchangeably for post 


heads 


or overhead signals, and the locking 
rings provide for attachment of signal 
head to bracket arm in 
Door gasket is said to provide weather- 
dust-tight and terminal 
markings can't be obliterated 
e Crouse-Hinds Co., Syracuse, N.Y. 


S-deg Steps 


proof, seal 


Ceiling Heater 


New Heater can be used in ticket 
booths, sun porches, garages and 
small dens 


New “Pyrolite, Model R¢ iS 
a radiant heat recessed ceiling heater 
Rated at 1,000-w, the unit is mildly 
fan forced. Maker also says it is val- 
uable where floor to ceiling window 
areas offer installation problems. 
e Berko Electric Mfg. Corp., Queens 
Village, N.Y. 


Safety Light 


Neon type lamp is said to furnish 
5,000-hrs of continuous use 


New “Sof-Glo” safety light is a guide 
light with sufficient illumination to 
indicate wall or floor. Device plugs 
into any outlet, and is equipped with 
on and off switch. In addition, man- 
ufacturer also stresses that neon type 
lamp will furnish 5,000-hrs of con- 
tinuous use. e Cable Electric Prod- 
ucts, Inc., Providence, R. I. 


14 


Lighting Fixtures 


New line permits stronger, roomier, 
components with less weight and 
fewer parts 
New 


tures IS 


line of vaportight lighting fix 
protect lamps 


and lighting installations from prema- 


designed to 
ture failures caused by 
ture, 
fumes or 


seeping mols 


weather conditions. corrosive 


non-explosive vapors and 


gases. Pendant, ceiling and wall types 


are available in sizes up to 200-w 
UL approved and CSA approved for 
vaportight 
easy On-the job-installation, claims the 
Manufacturer 


roomier 


service. | quick 


sers get 


manufacturer also savs 


stronger, components iT¢ 


available with less weight and fewer 


parts. Maker says new line is especial 


ly effective in processing areas, cold 


and meat 
foundries, loading 
e Stonco’ Electric 


Kenilworth, N. J. 


storage packing plants 


docks, etc 
Products Co., 


Drive-Straps 


Can be hammer-driven into con- 
crete block, green and 
similar material 


concrete, 


used in hang 
conduit 


New drive-straps can be 


ing thinwall and rigid 


pipe 
cable, in wood and in 
terials. Manufacturer 


hammer 


masonry ma 
points up these 
like a nail 
steel construction prevents bending or 
breaking; electroplated finish. Avail 
able in innular thread 
for wood, vertical thread for masonry 


features driven 


two stvles 
Size range in both styles: 14-in, 34 -in 
and l-inch. @© Holub Industries, Inc.., 
Sycamore, Tl. 


Enclosed Circuit Breakers 


Safety precaution: visual inspec- 
tion of the breaker contacts is pro- 


vided 
New, individually 
K-line 
breakers 
in this 


enclosed models of 
low voltage circuit 

with “visible break” design 
type of equipment 
many new safety features plus easier 
installation and Manu 
facturer also states the metal enclosed 
‘U-Re-Lite” models offer the 
ing features: breaker can be 


drawn to disconnect position without 


powel 
offers 
maintenance 


follow 


with 


removing front cover; easy access for 
making cable connections; any stand 
ard lugs can be used in making cable 
connections. Units—rated at 600-vy in 
225-, 600-. and 1600-amp frame 
are for service-entrance and 
single circuit requirements in com- 
mercial buildings, industrial plants 
and power stations. e I-T-E-Circuit 
Breaker Co., Philadelphia, Pa, 


sizes 
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Wiring Duct 
Eliminates harness lacing or lug at- 
tachment after assembly 


New rigid vinyl wiring du features 


r 
slots instead of holes to speed inst illa 


res on control 


tion of large lugged w 


panels, switch gear and ¢ lectronic con 
les Maker iiSsO ‘ { 


ng or | ittachment 


54 eliminates 
harness lac 
ssembly 


vith snap 


hing 
Standard 


resistant 

clares the 
SIZes Tangs section 
to 4-in x 3 ectio! vailal in 
tandard lengths e Taylor 


Electric, Inc., Detroit, Mich. 


Radio 


For use as a built-in for kitchens, 
living rooms, bedrooms and offices 


\ 


New low cost, ct 
is “Hide Way 
heterodyne th high 
speaker Overall dime 
high, 8-in wide and 3-in thick. Man 
ufacturer says makes it 


energy 


nsions are 


compactness 
iImost any 


builders 


possible t install unit 


low enables 


to put 


unit of a 


cost 


where, and 


or modernization firms more 
any home ol! 
commercial building © 


Mfg. Co., Owosso, Mich. 


of them in 
Swanson 


Wiring Troughs 

For installation of electrical wiring 
on machinery, in buildings and out- 
doors 


New JIC enclosed wiring troughs 
ure designed to provide complete pro 
tection for wiring. Manufactured to 
the specifications of the Joint Industry 
Conference Standards. No ko’s or 
All seams are welded. External 


prov ided to eli 


holes 
mounting feet are 
minate the need fot 
leaky mounting holes in the enclosure 
Available in standard sizes in lengths 
from 1- to 6-ft. @ Keystone Mfg. 
Co., Warren, Mich. 

More New 


conventional 


Products on page 98 


1958 





GIVE YOUR 
SALES CURVE 
A LIFT 





Cost 
light 


( 


CHAMPION 


‘ LIGHTMANSHIP 
Carry Champion Lamps and 


you offer light at lowest cost. 


It's a good, sound way to sell 
lamps where you've never 
sold them before. 

Vale elem .¢-1-1 oR tal-1@eleelile-l elm 
Steady, repeat business 
earned by Champion per 


formance 


@lar-laslellelamicm celeim@iisiomiamcelels 


area 


andescent Fiuorescent 


Your best buy in lamps 
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qu ALIFLGD 
CV TRACTOR 





D 


* prank ADAM 
peer SOCKE 




















= 
WE HELP YOU SELL 
THAT BUILDS 


NATIONAL ADVERTISING Powerful monthly ads in 
dominant publications going to all who specify or influence 
buying in your sales area. Reprints available in quantity 
for your sales staff. 


DIRECT MAIL PROMOTION Mailed regularly to all 
important electrical contractors, engineers, architects, in- 
dustrial buyers and other prospects in your area 


TECHNICAL LITERATURE & CATALOG Describes and 
illustrates features and applications of @ equipment; 
gives specifications, types, sizes, other information required 
for buying. Available for your salesmen 


PROMPT SHIPMENT Lither from stock or when specially 
built. Extremely flexible engineering and production depart- 
ments give immediate attention on rush shipments and 
custom-assembled equipment. 


» cnoose THe wen! 


oust war’ 
vourset ote row 


squement Fron LOW 


Le 


eis the 








. 
= 


Service Equipment Panelboards — Switchboards 
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oon EINICAL 
ULLEtr : 
EOTIN 



































THE PREFERRED LINE 
PRESTIGE AND PROFITS 


ENGINEERING SALES COOPERATION Trained engineer 
representatives constantly contact specifying and buying per- 
sons; assist on technical and engineering problems; help deter 
mine equipment needs; are at your service to assist In every way 


PLUS FRANK ADAM ACCEPTANCE everywhere for finest 
quality, precision construction, progressive engineering. For 65 
years Frank Adam has been a leader in efficient, safe equip 
ment for power control and distribution 


(A Products are the 


fa bett 


FRANK ADAM ELECTRIC Co. 


P.O. BOX 357, MAIN P. © » ST. LOUIS 66 


FRANK ADAM 
PANELBOARDS 





Sotety Switches Circult Breokers 
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NOW... MAKE UP 10 21.7% 
EXTRA PROFIT ON EVERY 
LIGHT BULB YOU SELL 


with New Westinghouse 
Eye Saving White bulbs 


Nation-wide sales figures prove it! New Shape Westing- EVE SAVING Westin - 
house Eye Saving White bulbs are the biggest sales and estinghouse EYE SAVING) Ow =" 
ai Gale Sava , WHITE LIGHT BULE 4 


profit-builders in light bulb history. Bigger sales— because 


rt now Bes ee ow ‘ - 
neir modern shape and Hullt-in giare Westinghouse 
if . cl EYE SAVIN 


t 
tection. Bigger profits—because you make 21.7 ave salve me 


r 


extra profit on every 100-watt bulb you sell. For any ‘ 

dealer, that’s at least $3.00 more per case! > k 4 0m 

Dealer demand is unprecedented, so order your stocks of San NEW worn 
. . 1 1} . ; WHITENESSs pt - 
60- and 100-watt bulbs now. Colorful cases, streamers and 

displays come free with your order. Call your local au- “a 

thorized Westinghouse Lamp Agent or write Westir : 


house Lan p Diy 


HARDWARE STORE: ‘‘... sales of all bulbs are VARIETY STORE: “New shape bulbs are out- SUPERMARKET: * sold 14 cases of the 
up 80° since we put up our display”’ selling old style better than two to one.” new shape bulbs inthe first three weeks.” 
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you can Be SURE...1F ITS 


Westinghouse 


DRUG STORE: “*.. . put new life in my light bulb business 
N elling half again as many bulbs of 
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COST CUTTING 
TIME SAVING 


electrical fittings ‘from Blackhawk 


i JUST SLIP IT ON 


Available in a full 
range of sizes from 
Y2"' through 4", 


Snap! It’s on to stay. Blackhawk nstalled ir onds. Blackhawk 
snap strap has the exclusive DOX pport is iIn- 
“hold bump.” Ribbed bracket all at once Tabs are 
adds to the snap, provides rigid ent around wall ze and the 


contact support of the conduit. dy to receive 
the switch box fter insertion 


Pat. applied for. of switch box. tabs are bent to 


inside, holding the box firmly. 


Patent No. 2518912 





Specify B-/ when you buy 


~icar BLACKHAWK INDUSTRIES 


Bindeshies Dubuque, lowa 








ELECTRICAL WHOLESALING—December, 





CABLES 


VMiake Satisfied 


THREE TYPES we 
AVAILABLE: Customers 


Because Whitney Blake specializes in the 
manufacture ot high quality wires and cables 
you can be sure your customers will get long, 


efficient service from WB Station Control Cables. 


Rubber insulated and PVC insulated types are 
rated at 600 volts; polyethylene insulated types at 
1000 volts. All are manufactured to IPCEA 
Specification S-19-81. They are designed for 


aerial, duct or direct burial installation. 


For information on special constructions talk to 


your WB representative or write us direct. 


Well Built Wires Since 1899 


ae 


WHITNEY BLAKE COMPANY 


le A CONNECTICUT 
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For the widest line of matched components to solve 
any outdoor lighting problem—sell Revere 


You can supply matched components for any outdoor there are additional advantag Not only are you selling 
lighting project when you sell Revere outdoor lighting high quality, matched lighting fixturs ut you can count 


3ecause no other single source offers a wider on Revere for help in solving your custon pecial 


equipment 

selection, you can offer your customers the right equip lighting problems. Your Revere lighting sales engineer is 

ment, perfectly-matched, delivered on schedule. And in experienced, competent outde ghting specialist 

because you are ordering from one responsible source, you Why not talk over your outdoor lighting jobs with him 

ave on ordering, billing, and pricing, too Write for catalog of Revere ymplete line of matched 
When you sell Revere outdoor lighting products outdoor lighting equipment 


OoOuTDOOR con s'= 


an 


Revere Electric Mfg. Co. © 7420 Lehigh Avenue 
Long Distance Phone: Niles 7-6060 © Chicago Phor 


In Canada: Curtis Lighting, Ltd., Le 
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New Space-Saving 1" Double Pole Breaker 
Adds Flexibility to Cutler-Hammer 
Unit Breaker Load Centers 


Here’s important news for you and your customers. breaker. You only pay for 
New space-saving Cutler-Hammer double pole new cases or costly insta 
breakers provide a low cost means for expanding The new Cutler-Hamme: 


household circuit fac ilities without inst illing iddl ire avalil ible n 





i) 


tional branch circuit units. These new breakers re can be installed ir 
quire ‘4 less bus space which means wherever, within er Load Center witho 


their ratings, two double pole breakers are presently modifications. Order depen 
installed you can now provide your Service Ent 


r 


customer with three double pole cir < your near 
cuits. Also, if a homeowner wants an CUTLER HAMMER Hammer Dist: 


iditional lighting circuit, you can re a 
ee ee CONTROL = 


place a present double pole breaker 


with one of the new space-saving dou C-H) 
— 


ble pole breakers and a single pole 
HOUSEPOWER 
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Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


Asbestos Wire and Cable e Varnished Cambric Cable 
Mold Cured Portable Cord e Interlocked Armor Cable 
Shovel & Dredge Cable e Special Purpose Wire & Cable 


Paper & Lead Cabie e Aerial, Underground and 
Submarine Cable 
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Cuts time and cost of highway lighting... 


Tiger Brand Type RR Cable 


Are you or yt 


iting iobs? 


With the new 41,000-mile Federal Highway 
Program rolling along... and many additiona 


miles of thruways and boulevards planned o1 


American Steel & Wire 


lian ot United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors + Tennessee Coal & Iron [ n, Fairfield, Ala 
United States Steel Export Company, Distributors Abroad 
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A real shine! Visible proof that the inside surface 
of Rome’s EMT is slippery smooth. 
* 
“Tape’s eye view” shows why 
That shine you see is the reason EMT, but “hung up on one of the intricate ones—quickly and easily 
‘ a ” when bends in both competitive samples. 
fish tape vedere hang up" w ' Corrosion resistance A_ uniformly 
you use Rome's EMT. Strong weld In another test to deter electrogalvanized exterior finish pro 
are 2 ome’s EMT mine the strength of the weld on tects vour installation against corrosion : 

[he slick interior finish of Rom Rome's EMT, a sample was squeezed 


Long dependable service life is assured. 
ss Use easy-fishing. easv-bending Rome 


lets your fish t pe slide through with flared, flattened, and expanded. | 
in absolute minimum of resistance 


| he weld proved to | ‘ann 
each case, the weld proved to be a : {Sesarrepe ffs . 
Careful baking—under rigid control : EMT on your next job ontact your 


produces a uniformly smooth enamel : nearest Rome Cable representative for 
like finish inside Rome's EM] Easy bending The strength of Rome's more information—o1 writ to Depart 
A nstice EMT interferes in no way with its ment 905, Rome Cable Corporation, 
ductility. You can make bends—even Torrance, California 


strong as the metal itself 


In a test conducted by the 
Company, a completely unbiased pat 
ty, Rome’s EMT came out first in fish 
ability. Three ten-foot lengths of %” 
EMT, Rome’s and two competitive 
samples were formed into identical fig 
ures containing eight bends. The ” 
fish tape used in the test easily passed 


through the eight bends in Rome's - O R p O R A T ’ oO N 
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fe Wy THREADED-JOINT 
NEOPRENE-SEALED 


Control and Indicating Stations 


Explosion-proof, dust-ignition-proof, weather resis- 
tant and water-tight (NEMA 4),this new Conduleté 
EWC series affords safety greater than ever before for 


pilot lights, heavy-duty push-button stations, selector 
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TM La 
in hazardous 
areas 


indoors or out! 


switches, or various 
double or triple gangs 

Designed expressly for Class I (Groups (¢ 
and Class II hazardous areas , the new series 


a Feraloy® housing with threaded 
operating-shafts throughout. C 
pile yt light jewels are tig rhtly S¢ 


O-rings, effectively shutting 


CROUSE OH HINDS 


MAIN OFFICE AND FAC ACUSE, NEW YORK 


Py mee a ancteies 





8 


“A drop in the bucket!’’ JT} 


} 


How Okocords give your customers more value for their cable dollar 


Behind these cal construction 
are service record tnat prove the 
extra long life of Okocord flexible 
cords and portable cables under the 
most severe industrial conditions 
mechanical abuse, 
oil, moisture, and « 
over cement floor 

Longer cable le meal lower Op- 
erating costs... reduction of costly 
work stoppages... greater utiliza- 
tion of expensive equipment. Truly, 
Okocord’s longer life represent 
money in the pocket for any plant 
operator 


Ole 


1. By the use of materials developed 


n 8 years of making the finest 


ables 


. By constant research to find ever 


better materials and constructior 


. By intimate, first-hand knowledge 


of industrial problems and con 
ditions 


. By self-imposed standards for man 


ufacturing and testing that are 
more exacting than the industry 


requires 


where there’s electrical power... there’s OKON ITE CABLE 








for that EXTRA PROFIT — along with the wire, conduit and switches, ask, 


** how about the BURNDY CONNECTORS? “i 


YiIOM HYTOOL 


profitable way to build HYLUG sales 


Improved Burndy HYTOOL has crimp-tool 
features electricians want: crimper and 
markups with your other iten wire cutter in nose, wire stripper ana 
thread chaser, bolt cutter, hand-fitting 
handles. Sells for only $3.95...makes a 
steady customer for high-profit HYLUGS 


a natural add 


more profit with /¢ 


known as leaders in the tielc } ; t gy 100 


more high profit re 


To make evenasn 


Norwalk anect 


Mali Sale how an extra projit, se 
t 


epe: Antwerp, Belgium 
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From Source to Service with 


PARANIT 


PARANITE WIRE AND CABLE ee 


Ge 
r 


E ex Wire Corporation FACTURING Sirmingham 
si Mats dial ts - aboma:; Ancheim coMtoraie o Jonesboro 
FORT WAYNE 6, INDIANA Indiana; Marion, Indiana; Tiffin, Oh 


Sqr 








Sales Offices in all Principal Cities... Sold only through Recognized Electrical Distributors 
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Positive Protection 
Against Phase Failure 
and Phase Reversal 





Here is your answer | 


The Allen-Bradley Bulletin 812 Type F, Type 
R, and Type RF relays provide positive pro 

tection against the hazards to men, motors, 
and driven machinery, resulting from phase 
failure and/or phase reversals 








The Bulletin 812 Style F phase failure re- 
lay employs a unique static sensing network 
that responds to all open phase conditions 
on a motor branch circuit and immediately 
removes the motor from the line , irre- 
spective of the load on the motor (including 
no load), orthe circuit arrangement. This re 
lay even responds to hard-to-detect primary 
failures on a wye-delta transformer with un- 
grounded neutral. Furthermore, the five- 
cycle response prevents nuisance ‘‘drop- 
outs’’ from transient fluctuations. 


The Bulletin 812 Style R phase reversal re- 
lay disconnects the motor from the line— 
whether it is running or not—when a phase 
reversal occurs anywhere in the system on 
the line side of the relay. Thus, it can be 
employed for a single motor, a group of ‘ « Bulletin 812, Style RF 
motors, or an entire power system. In addi- for Phase Failure 
tion, the phase reversal relay prevents the and Phase Reversal 
motor from starting should phase failure 
occur while ata standstill—a vital feature for 
elevator applications. 


The Bulletin 812 Style RF relay combines 
the elements of Style R and Style F relays 
for protection against both phase failure 
and phase reversal. All Bulletin 812 relays 
are inherently ‘‘fail safe.’’ Send for complete 
information. 

Allen-Bradley Co., 106 W. Greenfield Ave 
Milwaukee 4, Wis 
In Canada: Allen-Bradley Canada Ltd 
Galt, Ont 


ALLEN -BRADLEY 


MOTOR CONTROL 
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HOW “CONVERSION” IS WINNING NEW 
USTOMERS FOR "Sq, DISTRIBUTORS! 


4a 4 4a 4 ’ 

Conversion” is the word we’ een using at KW to 
sum up the objectives of our new aluminum conductor 
ads. These ads are working three ways to win new cus- 


tomers for KW distributors: 


% Conversion Ads demonstrate the advantages of 
converting from copper to aluminum .. . develop- 
ments that have made aluminum as easy to work 
with as copper, light weight that simplifies handling 
and installation, lower cost that results in dramatic 
savings! (These ads also show the unmatched quali- 


ties of KW insulation. ) 


% Conversion Ads concentrate on outstanding alu- 
minum products that have a proved and growing 
profit potential for distributors. 

¥%& Conversion Ads reach your most important 
customers... the thousands of electrical contrac- 
tors and industrial users who read Electrified Indus- 
try, Qualified Contractor, Electrical Construction & 


Maintenance. 


Added up, these ads will create—this year—a total of 
419,598 reader impressions through the influential trade 
publications named above. That’s powerful support for 
KW distributors who are out to win new customers! 


(and who isn’t? ). 


If you are not now a KW distributor, call the Kaiser 
Aluminum sales office listed in your telephone directory 
and get all the details of this customer-winning KW dis- 


tributor program. 


/ 
KAISER 
i» ALUMINUM 


IF IT CARRIES CURRENT, 4g, CARRIES IT! 


Kaiser Aluminum & Chemical Sales, Inc., Exec- 
utive Office, Kaiser Bldg., Oakland ra Cc life rnia; ty 3 
General Sales Office, Palmolive Bldg., Chicago um acrran S 


& > 
‘crave 
11, Illinois. 
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GOOD LUCK GOOD HEALTH * 


GOOD CONNECTIONS 


HARVEY HUBBELL, INCORPORATED ¢ BRIDGEPORT 2, CONNECTICUT 
QUALITY WIRING DEVICES 





Qility me GOU Ch Li Yt SAG CCW) oe 


SSwiteh 


A.C. 


CAT. NO. 1257-1 - nurseries 





hospitals 


Highest Quality 
wiring devices 
machine screws 











IN THE DARK! 








COSTS ONLY 
A FEW PENNIES 
A YEAR 


Supplied in both 15 and 20 ampere ratings, either 
with or without lighted button. Al/ 20 ampere 


units will be available on or about December 1st. 


Both 15 and 20 ampere standard (non-lighted) 
“Presswitch” units are supplied in single-pole, 
3-way and 4-way, rated 120-277 


FEED-THRU TERMINAL 
SIMPLIFIES WIRING 





HARVEY HUBBELL, incorporate 


BRIDGEPORT 2, CONNECTICUT 
IN CANADA, SCARBOROUGH, ONTARIO 


Diamond has all 


portable cords 


Red-D-Pren Black Diamond Signal Yellow 


Neoprene Sheathed Rubber Sheathed Thermopla 


iy tA | 
. = wy ? =} 
—, ] 


is +h 
—_—T 
]¥ 


SS 


for hot, oily locations 


Red-D-Prene (for mill and plant use is designed with tough 


flame resistant Type MD (Mill Duty) neoprene jacket in industrial red for 1 


Biack Diamond has durable rubber jacket protecting against il 


acids and moisture. Very flexible construction prevents kinking in service 


Signal Yellow has a jacket of yellow thermoplastic that is quick] 


to handle ...smooth sheath will not readily collect dirt. Easy to pull. 


ORDER FROM DIAMOND TODAY! 


WIRE and CABLE Company 


Sycamore, Illinois 
WAREHOUSE: BIRMINGHAM, ALABAMA 





ONLY TsB CONNECTORS 


for flexible liquid-tight conduit* 


OFFER ALL THESE ADVANTAGES 


90° ELBOW, 
NON-INSULATED 


STRAIGHT, INSULATED THROAT 
(Cutaway) 


FEMALE HUB 
looong | 
Coupling 


potents pending 


THE T&B LINE provides a size range of %” to THE T&B INSULATED LINE complies 
4” in the straight, 45° and 90° angle types .. . with all codes: 
both insulated and non-insulated. The National Electric Code (Paragraph 3736b) 


THE T&B LINE includes combination couplings J.1.C. Standards (Paragraphs 22.1.7 and 22.2.2) 


from %” to 1%". Machine Tool Electrical Standards (Paragraph 22.1.7} 
A T&B Liquid-Tight connection can’t be 

half safe. The mechanical strength, conti- 

nuity of ground, and oil seal are all inter- 

dependent. Each gives positive assurance 

that you have all three. And T&B’s more 

compact design means easier installation 

and improved appearance. 

Your T&B distributor has this complete 
line in stock. Be sure to ask for a demon- 
stration ...or write direct to T&B for 
detailed specifications. 


* Sealtite or equivalent 


LOOK FOR THIS SIGN— & IT'S THE MARK OF AN AUTHORIZED T& B DISTRIBUTOR 


The complete line of T & B fittings for conductors and a THE THOMAS & BETTS co. 


raceways is sold only by recognized electrical wholesalers. INCORPORATED 

it's our way of assuring you the service and savings ofa 20 BUTLER STREET, ELIZABETH . NEW JERSEY 

friendly local source. Cali him for all your electrical needs. THOMAS & BETTS, LTD., MONTREAL, P. Q., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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President Bob Foley heads up 
what he calls his 


‘Hot-Shot 


SPEED ASSEMBLY occ: 


Selling System “oe 


mportant func nance men place orders at the counter — the customer in other instances. Often 

Foley Electrical which cannot be filled readily. When a customer calls Foley requesting an 

Kan., this occurs, the customer is told the immediate delivery. If a truck Is not 

counte! warehouseman will fill the order as scheduled to be in the vicinity of the 

soon as possible, and will then notify customer soon, Foley, or one of his 

President him when it can be picked up at the outside men, will fill the order per 

counte! shipping department sonally and will make the delivery in 

to get them in and out Hot shot” service is available to one of the three station wagons used 

house in a minimum of 
iximum OF service 

yusiness accounts {for a 


opel ition Foley 


Customer ‘Extras’ at W. T. Foley’s Counter 


we are set up to 


Service 
reason, it is a good 
us in offsetting the current 

» competition. We have found that 
most contractors basically want—and 
need—other things from a distributor 
than price This is what we are striv 
ing for: service over pri ; 

Hot shot” service i Foley IS 
another term for fast or immediate 
service Iwo full-time countermen 
handle the normal traffic. However, 
when the counter becomes jammed, 
Foley and some of his outside men 
come to the rescue in taking orders 
nd filling them 
e Courtesy Lounge—When this sit 
uation occurs, contractors who are 
iiting for their orders to be filled 
can move out of the congested area 
to the firm’s courtesy lounge. This not 
rovides them with a place in 


only | 


which to relax and have free coffee 


nd cookies, but it also provides more 


space at the counter for customers COUNTER SALESMEN are trained to give fast service through their knowledge of 


ho are waiting to be served product and product application Personnel can give WICK answer it the counter 


/ 


Otten, contractors oO! plant mainte ) n the telephone. All countermen are trained at least one year in the warehouse, 
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ucts, they 
the 


just 


them 


‘ | 
ucd 


the yvenents 
SPECIAL DELIVERY 3 lectric r item ave Deen gatnered e Direct Line— 1 


they are placed in stat 


Either Foley ' ne 


by the firm’s personnel e Background Essential—To 

We feel that good delivery is part the most efficient service ¢ 
otf good service, and is important,” counter, Foley explains that his pet 
Foley explains. “It’s necessary to keep sonnel are required to work in the 
warehouse work at a minimum, but’ warehouse at least 


one yeal before 


we will always make this type of taking over counter duties. He 
delivery if it is necessary. Time Is im that with this prior experience 


portant to both us and the customer.” are able to become familiar with 


Sharpen Service 





f the company to tl istomer 


e Seeing is Believing—Th« 


npro; s stressed at 
vager Harvey 
makes every 


cts in the 


men 

more 

else 

e Big Function 

stress enough that > our 

counter operation as a personal thing 

Foley savs To some distributors, it 

might not be as important, but to us 
. fp eee S it is our bread and butter. We think 
COURTESY LOUNCE is provided away from the counter for customers. Here, > OUr SeT\ is highly nporta We 


tractors can have free coffee and cookies while waiting for their orders to be know i Our 


This provides more room at counter for customers waiting to be served member 
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A line from a credit man’s credo: 


‘Why Apologize for Collecting 











ALL AROUND credit man R. }. Saunders works with counter ounter—Summit’s Saunders has his hands full. Looking or 


king credit. the hone n the field, at the n left background is Summ president J. N. Campbell 
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By John Martin 


Money ... When It's Yours? 


HE CREDIT no vi [ i . e! 


° Of Men and Money— d ; ’ 


Ah ) 


KEEPING TABS 


\ 


j 


© Lend Wisely, But Not Too Well 
S | . 2 t< 


of phone ¢ 

ip 1 order once 

goes over the 60-day payup limit 

© Turnabout 

caution to 

“Don't let me call you 
Saunders explains that since he I 

in touch with delinquent ac Most 

anyway, it’s better for both out 


himself if the ex 


VOT ] I i iny Va } 
When < ille 
Summit 


Saunders 
customers 


delinquent 


call me othe branches 


this regard is largely advis 
phone Or 


Akron ac 


often, he s on the 
tracking 


must get 


counts in the field 


the account and counts 


and Small It's the small 


planation is initiated from the other 
end 

e Know Your Man 
mit credit manager 
no general approach. “Some,” he says, 


But, 


believes, 


the Sum 
there’s 


“you can call a so-and-so, others you 
can't 

In the two years he has been with 
Summit, Saunders thinks his toughest 
assignment—and probably most re 
warding, in both the literal and figura 

was helping a customer 
$4,400 debt to a present 


tive senses 
reduce a 
$75 

“I knew the man’s word was good 

this from previous dealings,” he 
says, “and so I knew what I had to 
do was to get him pledged.” This, of 
course, was the tough part, but Saun 
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e Big 
accounts that are roughest,” he read- 
‘With big 


sitting 


accounts, it’s 


with 


ily admits 


just a matter of down 
their 


viewing the case 


pavable and re 
As an example, the 
recent involved disputed 
claims that came to a total of $150 
against them. But, by sitting 
with their man and checking 
thing closely, we came out to a deficit 
figure of only $11 

“But those smaller 
they’re something else 
after them, sometimes like 
a combination of Lincoln and Simon 
lLegree—kind and cruel both.” 

But, like the man says, why apolo 
when it’s your money? 


accounts man 


most one 
down 


every 


accounts 
When 


you 


you re 


feel 


gize 


SMILING 


Ce 


yr 
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DING 


ge sale 


KEY 


4 


ON THE JOB, Rader exchanges friendly greetings with one 
on in drumming up new business 
<t + 


»f many c 


and 


LINK 












unterman, counter chief and future 
R prepares 


aduate 








outside worlds of 


inside and 
Rader 
i to make 


t 


q Training For 


Today, counter chief Hunter Rader of 
Charleston Electrical Supply Co. is 
being groomed—and is grooming 
himself—for full-time outside selling .. . 








REAKING IN as an outside salesman has to start 

with a foot in the door, but there’s nothing to keep 

you from putting it in a toe at a time, thinks Hunte 
Rader of Charleston (W. Va.) Electric Supply Co 

Rader has been doing just that over tl t couple of 
years, and he'll do it a couple of more, says his boss 
sales manager E. M. Dobbs—before hi ommissioned 
as a full-time outside representatiy 
e Be Prepared—“We believe in crawling fore we 
walk,”’ says Dobbs, “and when we turn a salesman loose, 
we want him to be ready—really ready 

It figures that Rader will be as ready tney come 
when he hits the road for keeps. Behind him lie 10 years 
of warehouse and counter experience, flavored with his 
current on-call outside selling 

At the counter, Radar has advanced from novice to 
its present manager. He now supervises both it and the 
adjacent fixture sales showroom; and _ he muver for 
both warehouse and counter! 
e Step by Step—lIt is on the royal road of selling that 
Rader must now make his mark and he ts out to make 
it, degree by degree. At first. Rader began by calling 
on—in the field—the same contractors he had been 
delivering supplies to. Since then he has added to his 
call list a number of residential home | a Ss, a couplh 
of department stores and some “‘lightbul counts” to 
bring his total number of accounts to just over 40 

“He'll add more all the time,” says Dobbs the 


ones we assign him and the ones he develops himself 
One thing we're trying to do is vary the types of accounts 
he deals with. Because of his duties at the counter, we 
have to keep him pretty close to home base. He has some 
city industrial accounts now and we'll try to give him 
some more.” 
e Go Where They Are—Getting out on his own, to 
Rader, means “I go where the contractors are—where 
there’s construction going on and where electrical prod 
ucts are bound to be needed. Charleston is big on new 
construction and there’s sure business if you can get to 
it and have what you need—and what the contractors 
and electricians need—when you do. I always try to keep 
this in mind.” 

To make sure he has on hand what will be needed, 
Rader keeps a basic stock of switch boxes, receptacles, 


switches, fuses, and connectors Time in and time out,’ 
he says, “I find that these are the items most commonly 
requested, and the answer is to have ‘em on_ hand.’ 


Rader keeps the ready stock in his ever-ready station 
wagon, so that there’s no last minute scramble through 
the shelves in a search for items as commonly used as 
he has found these to be 
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Tomorrow > 


. . . for which he has 10 years of 
preparation. Right now, he's 
getting his foot in the door—a toe 


at a time—with his future customers 


iddition, the salesman keeps an open memo charge 
back-seat supply so that he can keep track of 
hat is being sold as he sells it. “It’s a pretty simple 
system when you come right down to it,” he says, “but 
it's sure been a big help to me 
e Service Sells—Rader works from the time-honored 
principle that service sells not only itself but salesman 
product, and he believes a big part of service is 
special delivery People know it,” he says 
you show up in person with something they need 
Ihe work they're able to do is often directly 
onate to the speed of a delivery 
bound to help your cause,” he philosophizes 
they dont have to keep their labor waiting 
1d. And that works both ways. Let me explain. If 
kept waiting around and you show up late you're 
It you show up on time, or maybe a little 
you look to the contractor like you came on a 
rger—you're a hero all the way. That may be 
exaggerating slightly, but the reaction never fails to 
amaze me 
Despite the natural desire for Rader to stay close to 
home because of his counter commitments, he will oc 
casionally travel as far as 50 miles, if the promise of the 
job merits it and, if he can fit in a long junket with his 
schedule 
Ihe schedule Rader follows ts a flexible one. Almost 
always, he can count on being at the counter during 
the morning and late afternoon “rush hours.” In between 
he gets out just as often as incoming “special-delivery 
desired” calls induce him to, or as his schedule permits 


e Appointments Count—Nevertheless, he does manage 


l 


to make appointments—and keep them. “This is not 
always the easiest thing in the world to do,” he Says, 
not when the counter 1s crowded. But an appointment’s 
in appointment and there’s just not much else you can 
do except keep it 

Rader’s selling radius is generally reckoned at 15 
miles, this despite the occasionally longer junkets pre 
viously mentioned Fifteen miles away,” he says, 
shouldn't mean more than 25 or 30 minutes away, and 
if | can always get back within that span of time there’s 
not too much that can go wrong that can’t be corrected 
In tact,” he smiles, “sometimes it hurts to come back 
ind find you haven't been missed.’ 

Rader ts looking forward to his fulltime outside days 

this, despite an attachment to the counter growing 
out of almost 10 years around and behind it. “Outside 
selling isn’t that much different,” he avers, “or at least 
to me it’s not. It’s still people, only you're playing ‘em 
on their home field.’ 
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RECEIVING CALL, Rader 


DEPARTURE /{ 


} 


HAPPY CUSTOMER, 
electrician who, thank 
by Rader, can go 
delay 





Distributor's-eye View on 


ERSONAL INTERVIEWS recently conducted among 

80 electrical wholesalers in 8 major trading are 

revealed that 10- to 15° of the median distributor's 
total sales in 1957 were derived from the sales of wire 
and cable. According to the survey to § f th 


median distributor wire and cab 


purchasec 


{ ‘ 


brand name ghi ts of other findings foll 


OW 


Who Are Your Customers? 


lian distributo 


1 


rs accounted for | to ) 
isiness. Industrial plants 
f the median distributo 
establishments, accord 
LO (median fig 


(median fig 


How Do You Ship? 


When ked Approximat 


wnat | nt 


per cer © 


total wire les were shipped from (1) 


own warehouse 2) the manufacturer's local warehou 
shipped from the in the job sit 

median distributor answered 

e 71- to 80° of his total wire and cable sales were 
shipped from his own warehouse. 

e Under 10° of his total wire and cable sales were 
shipped from manufacturers’ local warehouses. 

e 10- to 20° of his total wire and cuble sales were 
drop-shipped from plant to job site. 


} 


The majority of wholesalers questioned (56 out of th 


total answering 80) agreed that they do not enjoy 
; 


idditional discount on shipments from their stock 


igainst drop shipments If they did it was according 


the median distributor—S5 Four distributors claimed 


> 


ne distributor claimed as much as 15 


What About Local Warehouses? 


“Eliminate the manufacturer’s local warehouse and 
we'll get more real distributors and fewer price-cutting 
brokers,” commented one distributor 


leeing-off on manufacturers local warehouses 4 
other distributors agreed that the marketing structure fo! 
wire and cable would be improved if these warehouses 
were eliminated. “It hurts this industry as much as price 
wars.” Deliveries, they felt, should not be made fron 
inywhere but the distributor’s warehouse 
e Other Effects—Swinging away at the disadvantas 
of these warehouses, the wholesalers scored against ther 
9y pointing out that 

e Any distributor can get the stock, whether he 
ries the line or not 

e Price competition becomes acute because of the 
ivailability of large stocks 

e [It tends to aim itself towards not helping the qual 
ity manufacturers in selling their brands 
e Those in Favor Say—*“With so many different types 
of wire, the manufacturer has to take up some of the 
slack,” was a typical minority comment 

I wenty-eight replying wholesalers said they did not 
think that the presence of manufacturers’ warehouses 
in their locale hurt the marketing structure for wire and 
cable. Coming out in favor of the “bonafide” manufac 
turer's warehouse, the distributors pointed up the follow 


as 


What 


Forty-two out o g 4 


about Consignment? 


on nnil 


(1) “Consigned stocks are too unwieldy, Poor 


business on the distributor's part.” (2) “It's an artificial 


way of keeping small operators in business matter 
of fact it allows anyone to go into business.” (3) “It 
allows the fringe distributors to exist.” 

On the other side of w i t 

isons for their stand: (1) “It allows smaller whole- 
salers to compete with the larger ones who have big 
financial investments.” (2) “Enables the distributor to 
carry a more varied stock than he normally would.” 
(3) “Because of the completeness of stock, we can serv- 


ice Our customers better.” 


Want an Exclusive Franchise? 
if it were possible “4 { 
one reel? Would you be 
ther lines, if you were 
ili Dusiness in your are 
oO 
Six distributors out of | 64 wil ygnaled thumbs 
lown on this idea stated tha I on tor Tre 
such a franchise (1 h Vel Offered it would 
of having nly n oure of supply 
elabora Is tating There 
VO ild - LOO much ol i prooiel ) on company be 
ng out of a certain size. You ve to | in additiona 
source. Suppose copper gets t 
be better able to deliver th 
ill your eggs in one basket 
tage of your business depends o1 
Three distributors said that they 
tie up with one manufacturer because « the comps 
tition. “This is a very competitiy ness and perhaps 
il a given time, your exclusive plier might not be 
competitive. You can’t sell competiti 
plus the fact that you have to have several lines to an 


with one source 


swer all the customers’ needs. Cart y lines keeps 
the manufacturers on their to 

Iwo distributors said that they ildn't afford to be 
strike’ factor 


In the event of strikes, emerger s, shortages, we 


handcuffed to one supplier because 


would not be able to supply our customers with wire 


ind cable explained one 


What's Wrong with Prices? 

“Too many-itis.” That's what distributors feel the in 
dustry is suffering from when it comes to the instability 
in the price of wire and cable (aside from the cost of 


copper) 
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Wire & C 


“Too many producers, 
| 4 nm r ’ ; ‘ 


“Too many factories | 


\ 


Ther 


“Too many distributors 


' 


There are other reasons 
For example tl vl t. “the lack of 


courage in th 


Do You Hold Sales Meetings? 


‘ +} } 


In naming the improvements ( 


Notice Any Improvements? 


nd cable industry 


butors pointed out 

Better cartons 

Better marking 

Non-returnable reels 

Pull reels 

Additional colors made available in circuit s 
Policy of charging freight on direct shipments 


Flimination of type R= wire 


Cords, cable building wire have been | 


for cut coil shipment from wareho 


e Plastic advancements in outer jacketing 


What Would You Suggest? 


How would you improve the future? Aside fron 
creasing the already noted improvements. do you have 
any suggestions on how the manufacturer might improve 
his wire and cable line? The questioned distributors wert 
cocked and ready when this que 
of their verbal shots 

e “What about having the wire from #8 and 
the wire size mor 


large 
marked so the customers ¢ 
clearly 

e “Have the salesman contact the contractor to 
his gripes on pulling ability. shipment and general 
formance. He'll get some good suggestions.” 

e “On larger cables, put footage marks (not 
bered) every five feet.” 
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Stock: A Partial Sampling 


The chart below shows how electrical whok 
salers answered the question: What types of 
wire and cable do vou now have in stock? 


Distributors Stocking 


Number Percent 


Building Wire (types T, TW, R, RH 
RW. RHW, RH-PW, RU. RUH 
RULUW) 

Power Cable up to 600 \ 
AVA, AVL, AVB) 

Armored Cable (lew voltage build 
ing cable) 

interlocked Armor Cable (up to 
600 V and above 600 V) 

Acrial Cable 

Underground Cable (non-metallix 
direct burial) 

Service Entrance Cable 

Non-metallic Sheathed Cabk 

Mineral-insulated Cable 

Fixture Wire 

Portable Cable and Cords 

Control Cable 

Communication Cable (signal, sound 
electronic and telephone) 

Magnet Wire 


What about Service and Policy? 


“What policy? I haven't seen one manufacturer with a 
firm distributor policy.” 


distributor ye 


emedy this some caistt rs th 
e There should be a uniform 2 
© There should be “same prices to all, san 


all 


cash discount. 


e There should be a differential 

1 non-stocking distribut 

¢ There should be no more “promiscuous selling 

il warehouses 

e There should be “better deliveries.” 

e There should be “more effort 

COCs 

e There should be “no confidential deals 

ge users of W es and ca S 
e There should be more limited distribution 
e “There should be no direct selling 

ybs without aistributors n 1 ¢} 

ob to a dis 
e “There should be an omission of the extra 5% and 

5% and 5% ... ad infinitum.” 
¢ There should be a realistic price sheet. 
¢ “There should be a cessation of quoting prices to 


contractors!” 


trinduLor 





GROWING industrial area and highway systems are the 


reasons for Graybar Electric Co.’s shift to the suburbs 


1. Graybar Moves to the Suburbs 


The company’s new general office and warehouse is 
located 15 miles northwest of the Loop in Melrose Park 


150,000 Sa. Ft.—on One Floor 


Chicago's newest on-one-floor wholesale house boasts of many ‘dream features." 


From the general office to the 200-car capacity parking lot, 


of * “ wa _ . 
WIRE REEL RACKS of the latest design are one of the 
many features of the firm’s new plant. Warehouse foreman 
directs all activities through an intercom system link- 
ing entire warehouse with the counter. In addition . . 


46 


it's up-to-date. 


= a ft 


90 TOWVEYOR TRUCKS move equipment around the 
warehouse. Other equipment: 3,000-lb. Clark lift; 3,000 
lb. automatic transveyor; 4 hand pallet trucks; over 2,000 
pallets; a package conveyor; a pneumatic tube system 
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room ha 


APPLIANCE DISPLAY 
of fluorescent fixtures providing light 


separates it from a conference room 


200 people 


to the counter and general office 


N SEVEN ACRES OF LAND 
the Graybar Elec 
built 


celebrated the opening of its modern 


the suburbs 
tric Co., Inc and recently 
Chicago general office and warehouse 
The company feels that it has moved 
the 
highway 


industrial area 


facilitate 


to where growing 


and system will 
customers 


28,000-sq_ ft 


service to its 

From the 
office to the black top, 200-cal 
ity parking lot, the latest in 
warehousing techniques have 


general 
capac 
hand 


ling and 


December, 


twelve different make 
A folding partition pace. Three mil 
with 


The appliance and display 


GENERAI 


a capacity for 


room 1s adjacent 


been employed by the firm 
In the general office incoming : 
handled 


1] re 
Cais are 


while all 


long distance 


three internal, 


operators 


outgoing and dictating calls are 


handled automatically by one switch 
Refreshments and 


board mornings 


afiernoons—as well as hot meals 


during the noon hour, are 

employees in a modern cafeter 
Sec veneral off photo abo 
Outside, a railroad sidi 


side of the 


ve 


ng joins 


south build ae! wher 
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OFFICE ha 


large dock area 


] i ie 
A bay area 


th 
tne 


WILL CALL ¢ 
outstandir 


One usand 


the 


building Square feet 
§ devoted to 
venient to the 


parking 


of the counte 
fixture display 
counte! S 


re 
dia 





All over the nation, electrical dis- 
tributors are expanding or the 
move—particularly in the large metro- 
politan centers. For the story behind 
another Chicago wholesaler’s new 
quarters, turn the page. 


on 





2. Harlo Stayed Downtown 


Fast Recovery 
From Disaster 


Although Harlo Electrical Supply in Chi- 
cago was destroyed by fire, operations 
continued—while new house was built. 


COUNTER AREA is at the rear part of showroom and car NEW SHOWROOM feature 
accommodate many customers at one time. Stools for the Ceiling, which is flexible, i 
comfort of contractors and other customers will be added later type of fixture is displayed 


From Ruin e e e 








ONLY RUBBLE remained after the fire at Harlo in August LARGE SIGN denotes the site of new building. Harlo officials 
¥f 1957. This stockroom area was completely destroyed, as used as their motto: “Down but not out.”’ Operations con 
were offices and the showroom. Warehouse was undamaged tinued in warehouse 48 hours after the fire 
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PA RMENG fot 


HARLO ELECTRIC 


AMPLE PARKING 


aduuees > 


sunt ay V/ 








FOR COMFORT 





FLEXIRLE CEILING feature n showroom can be seer INDIVIDUALLY |i¢ 


juring t*) tage 


installe« wnistrut 
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THE SALESMAN’S TECHNICAL NOTES 


Double -barre/ 





Crimp - type 
SOPHITES 
SSUT eC 


- 2 
, Aarid oof 
SOLDERLESS LUGS SOLDERING LUGS 


are fasrened fe con- 
are made in ; auctol with Solder ; 
various forms 7> 20 Ser scrpMWs or 
be sightened onto pressure Pevices 
pop -nebretyed by mearn3 are 450A 

Of STOW ATIVETS. : 

wrenches. ec. Single-barre/ type 








Pressure bars 
aes it Yo bo/ty) 


PRESSURE - TYPE 


coupling connec t- 
ors yoln conduct? 
ors end -fo-erd. 

















RIA AR 
PLIT-BOLT 

COMPRESSION CONNECTORS, orb ONT 

jastalled with specea/ pressure rector 1s widely 


Too/s, are cuquneny ased for used for T- faps. 
Mine Taps and dead -erd 1719. 








conduc rors 


Sefserew Dielectric 
Sealed og sleeve skirt 
Py pe Conductors 


Through eo. 
Splices YP 
uiprnerntt 
conducrors 
are made 
wmside 
pothead 








Jat erna/ 
thread 





SCREW-ON CONNECTORS 
POTHEADS, or TERMINATORS, af bakelite, Mastic or porcelain 


are threaded inside 7o screw onto 
sea/ cable against entrance bare ends of conductors, forming 
of alr or fosture; ma pigtail splice. Pre. twisting 7s 
be used sndoors or ouldoors. not normally necessary. 
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Pinpoints the Information You Need on 





Connectors and Terminals 


By J. F. McPartland 
and W. J. Novak 


Small Wires 


> 


Screw-on type 


Set screw type 


Pressure type, 


Large Cables 


{ 


mecn 


ically ul ithout 


soldered. All 
and the 


solder and 


splices and joints Ther nectors for spl 


p irallel 


free ends of conductors shall ng conductors position 
be covered with an insulation equiv for tee tap splices (in which the tap 
conductor is positioned at right angles 


the tapped conductor), and for 


ilent to that on the conductors 


Connectors are made in a very wid to 
range of types and sizes depending — cross splices 
upon the size of 


volt | 
age of the 


These ire rugged com 
conductor, the pression types using one or more bolts 
circuit, the 

nection to be made and the 
by which the conductor is 
to the connector 


types 


specific con to provide the pressure. Typical ap 
method plications for these include: feeder taps 
attached to panelboards or switches, gutter taps 


solderless to subfeeders 


popu wiring 


There are taps from 


and for 


feeders in 
which have become very troughs service en 
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Terminal Lugs 


High Voltage 


provides 


conductor's 


bh mn 


ie npreg 


n application ol 


he connection of un 
ound cables to. interior 


building feeders in manholes or 


sub 
rovide 


roduc 


station vaults. The potheads p 
in effective seal against the int 


‘ 


tion Of morsture 


Next Month: Batteries 





Salesman George Blanchin (center) shows dealer how distributor can aid in putting the 


Big Sell in Housewares 


Four years ago, electric housewares were far from a major factor for 
Electrical Supply Co. of New Orleans. Then, with the assistance of the 
local utility, distributor Hirsch suggested a city-wide campaign, which 


now is beginning to bring traffic appliance sales back to life. 


By Robert S. Bush 








The Background 


UNTIL about four years ago, electric housewares 
sales were not large for Electrical Supply Co. of 
New Orleans 

In trying to find out why, President L. L. Hirsch 
conducted a private survey to pinpoint the cause 
Some of the results were startling—and informative 


e Lack of Promotion—For instance, the official 
estimated that approximately 20 million gifts of all 
types were being purchased yearly in New Orleans 
Of these, electric housewares were in the minority. 
In further investigation, Hirsch found that one of 
the major reasons for this was that many dealers 
did not promote these items because they believed 
they could not compete with the discount houses 

Hirsch realized that the potential in electric house- 
wares for the distributor and dealer was great. Be- 
cause of this, he began to find answers to the prob- 
lems, and set up a program to remedy the situation. 








“H RE was the 1954 situation in a nutshell,” Elec- 
trical Supply’s president Hirsch explains: “While 
the electrical industry was promoting house- 
wares, the dealer and the distributor were scared to 
promote and sell because they did not want to cut prices 
to meet discount house competition.” 

The president of Electrical Supply believed that this 
type of thinking was unjustified. In his personal survey, 
for example, he found that although discount houses 
cut prices, consumers do not necessarily make thet 
purchases at these houses. With the help of the local 
utility, Hirsch estimated that only from | to 3% of the 
consumers buying the 20 million gifts annually in New 
Orleans did so at cut prices. That left more than 90% 
who made purchases from legitimate dealers. 

“A demand for electric housewares has been created 
through national advertising,” Hirsch says. “Since dis 
count houses did not get all of the business, then it was 
our own lack of promotion on the local level that was 
harming the overall sales program.” 

In his next step to remedy the situation, Hirsch dis- 
cussed the situation with A. B. Lindauer, dealer sales 

Text continues on page 54 

















2. Working out company strategy 
AFTER CAMPAIGN PLANS and promotions have been 


discussed with Lindauer and Hirsch. Frank meets with 
his salesmen te explain how they should stress the pro 
gram to their dealers. Both Frank and his sales force 
visit their accounts before the campaign opens to ex 
plain the entire program to them 

The merchandise manager of Electrical Supply always 


tells his salesmen (such as George Blanchin rien 
stress sales ideas to his dealer accounts 

“These ideas can include various methods of how to 
sell, how the dealer can arrange displays and how to 
display to best advantage the promotion material. 
¢ Display Changes—Electrical Supply salesmen change 
displays frequently at their dealer accounts’ stores. This 
includes both promotion material and actual displays of 
traffic appliances. In addition, throughout the year, pro 
motion material is changed regularly 

During the annual housewares campaign, Frank holds 
regular meetings with his salesmen to ascertain how the 
program is being accepted by the dealers. Additional 
ideas also are discussed to make the program successful 

Hirsch, a former winner of the NEMA distributor 
plaque for outstanding service to the electric housewares 
gift campaign, believes the future is good for traffic 
appliances. 

“This type of gift is permanent,” he says. “It’s some 
thing that can be purchased at a modest sum. Our largest 
problem now to boost sales is to promote—and it can 


be done successfull, if we face the situation.’ 
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1. Planning for the campaign 


LO COORDINATE the ye 
New Orleans Public Service 


photo at le} meets with distr 


Frank, Jr., (right) merchandise mar 
Supply Co 
At the meetings, the two discuss the types ol promo 
tion to be used before and during the campaign. Much 
eC 


of this includes radio, television and newspaper adver 
tising, and card advertising in public busses 
Frank, who was brought to Electrical Supply for the 
specific purpose of taking charge of the traffic appliance 
department, says that > added begun to 
pay off 
e An Increase—For example 
this year reported sales of 12,396 
ances during the two-month campaig 
this total was 3 more than that for 
957 which, although not increase, was an indi 
cation of a good selling effort on the part of electric 
housewares sales personnel despite the 
Because Hirsch has a personal iterest in the sale of 


he helped establish the present 


yn 


housewares, and becaus¢ 
campaign in traffic appliances, all ress and plans of 


i\ 1 


the company are relayed to him ink 


to t the con 


This whole effort has been an Re 
sumer to buy—and give al gifts,’ Hirsch says 


The only drawback we - I nt l he fear of dealers 


about the lack However, with 


f ' 





Big Sell in Housewares (cont.) 





Two Ways Promotion Is Used Stimulate Dealer Interest: 


gh sk 
1 noo? aoe 

‘ ‘ aan 

grt? 


YEAR-ROUND 


Continued trom page 52 
manager for New Orleans Public Service, Inc. Both 
igreed that appliance dealers could boost volume ozly 
by selling harder, and by emphasizing value 

Also, they both agreed that a local campaign aimed at 
the dealer and indirectly at the consumer was necessary 
¢ Distributor-Supported—lo make the promotion suc 
cessful, distributors of appliances in New Orleans wer: 
asked to participate. In cooperation with the utility 
promotion Campaign Was set up On a yeal round basis 
featuring a different gift each month. Both the utility 
and distributors furnished promotion material for the 
dealers, which included banners and display cards for 
use in the stores 

Although the promotion is on a yearly basis, one 
large Campaign stressing traffic appliances is held once 
each year. This ts for the benefit of the dealer, and in 
cludes a housewares contest 

Under the direction of Lindauer, and assisted by 
Hirsch and other distributors, the campaign includes 
meetings for dealers and their sales personnel at which 
they are urged to sell aggressively for greater earning 
power and to improve business for their stores and the 
community. Tips on how to sell up housewares also are 
provided the group 

Cash awards totaling $630 were presented to dealer 
sales personnel who made the largest number of sales 
during this year’s two-month campaign, which ended ANNUAL meeting 
last June. Overall sales showed an increase Here. A. B. Lindauer 
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Here's a listing of all the articles that appeared in Electrical Whole- 


saling in 1958. Why not clip it and keep it handy for easy reference 


when you're seeking particular answers to your selling questions? 
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Sales Training 
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Iraining tor Tomorrow 


Sales ideas 
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How Distributors Are 
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Distributor Engineers: ‘Who 
Needs 1 m? 


() 


Heloing the Contractor to Sell Aug 
| S ( 


Mutual Assistance Sells 
Profitable Jobs Sept 
H I h B k t 


‘Visualizine’ Setting for a Residential 
Lightine Sales Sept.. 
S s | 
Many Doors, Many Dollars Sept 
How Centralite’s lightin s 
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Mail Promotion Plan 
Mimulates Business 


Sept.. 
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Specialized Selling Throug! 
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Division Bo 
md Profit 
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financing Plan 
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Hot Shot’ Selling Svsten 


Rie Sell in Housewar 


Sales Management 


Sales Manager on the Viove 


k 
Ihe A&AS Distributors Changing Rok 
in Selling Industrial Flectronics Feb. p 


Selling From Start to Finish 


Communicating Ideas Within 
the Company 


From Volumitis to Healthy 
Profits 


How Distributors Are Attacking 
the Downturn Viay. p 


Why Apologize for Collecting Money 
When It's Yours? Dec.. p 


Sales Promotion 


Wholesaling in England 4 Show 
room That Pays Off in Sales Mar... p 


Light Action! Camera Apr.. p 
H H I 
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Electric Heat is Moving Ahead Aug., p 
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Putting Full Sales Power Behind 

a Product Sept., 
Capitol Light esmen boosted 
lamy contr 3 In 
months 

‘We'll Try Anything’ Approach in 

Action Sept., 
Leidy Electric’s “no holds barred 
promotion develops profitable ideas 

Profits from a 4-Point Program Sept.. 
Incandescent Supply's highly gan 

1Z¢ I 

Advertising to Advantage 
Distributor Doug Roden | 


ideas on how t ise ad 


d system moves lighting 


Warehousing and 
Office Procedure 


From a Quonset Hut to 

This Neat Layout Feb., 
Houston’s Wholesale Electric built 

‘ ! 


dream-house that s functiona 


too 

Making the Big Move Feb., 
How Garfield Electric S ips ly is 
transferring 
branch 

An Inside Look at Two Functional 

‘Dream Houses’ Mar., 
A photo story of new houses in 
New Orleans and Dallas 

Wholesaling In England: A Show- 

room That Pays Off in Sales Mar., 
How an “industrial electrical exhibi 


operations X its 


tion” showroom has paid off 
Catalog That's Kept Alive Mar., 
Mid-Florida 


fresh product literature as entrees 


Supply's salesmen use 


to sales 

Running Tab on Purchasing, Sales 

Mar., 

Capitol’s system for keeping an eye 
to the future with inventory con 
trol 

Charge Plate Controls Credit at the 

Counter Apr.., 
How charge plates are used at the 
counters of three distributors 

Getting the Most Out of 32,000-sq 

ft May, 
That’s the functional system used 
by Electric Wholesale Supply 

Billing Four Times As Fast May, 
New system speeds operation at 
Lighting Fixture & Electric Supply 
Co 

What Goes Into a New Branch July, 
Farrell-Argast finds there is more 
to opening branch than meets 
the eve 

They Said it Couldn't Be Done 

Aug., 

How Brooklyn Electric Supply Co 
solved its vacation problem 

4 Dramatic New House Aug., 
A text and photo story of Spring 
field Electric’s new branch building 

After the Smoke Clears—What? Aug., 
Here's how a distributor recovered 
ifter a disastrous fire 

Product Flow—It’s Built In Oct., 
Good warehousing is stressed at 
Forest City Electric Supply Co 

What About Modernizing Your 

Own Facilities Nov., 
4 photo view of modernization sys- 
tems distributors have found suc 
cessful 
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4 word-and-picture story on Gray 
bar’s new suburban Chicago branch 

Fast Recovery From Disaster _ Dec.. 
How one distributor bounced back 
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Product and Market Studies 


Annual Outlook and Review Jan., p. 


A 15-page report on sales pros 
pects for 1958 
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Specialty Feb., 
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dustrial electronics—and you 
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Market Feb., 
That’s the gist of NEMA'’s sale 
forecast for 1958 
What Business Plans: 1958-1961 
May, 
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stressed for future business 
Distributing Electrical Products In 
a Dynamic Economy June, 
A 64-page report highlighting a 
pioneering study explores and eval 


f electrical 


uates the distribution 
ipparatus and supply today 

Electric Heat is Moving Ahead Aug., 
An up-to-date report on what's 
happening in the electric heat 
market 

Creating More Profitable Lighting 

Sales Sept.. 
An up-to-date analysis of trends 
and new lighting sales ideas 

Quick Look at Lighting Sales Today 

Sept., 

\ current report on what's happen 
ing in selling lighting products 

The South Keeps Rising Oct., 
An 18-page special section devoted 
to wholesaling in the South 

New View on Lighting Oct., 
An analysis of a recent lighting 
field survey among distributors 

Lighting Potpourri Oct., 
Around-up of the latest lighting 


developments 


Industry Promotion 


Lighting Competition Winners Jan., 
First case study installment of 1957 
International Lighting winners 

National Electrical Week Jan., 
1957 results will point the way for 
1958 
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ners 
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Fourth case study installment of 
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Fifth case study installment of 
1957 International Lighting win 
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NAED—Yesterday, Today and To- 

morrow June, 
A 12-page special report on 
NAED'’s past, present, and future 
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Sixth case study installment of 
1957 International Lighting win 
ners 

Lighting Competition Winners Aug.., 
Last case study installment of 1957 
International Lighting winners 
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What Distributors Are Saying About 
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opi ‘ ndustr 
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\ 64-1 I t 7 
roneeri 
ppar { day 
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Presenti new ind 


j j 


though p 
Cramer W 
Cort - 
Manufacturing (¢ 
Ask and You Shall Receive Oct., 
A distributor's t { ric 


tine 


Meetings 
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efficiency tou I 1 tlant 


etin 


Wiring 
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Conference 
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A MESSAGE TO AMERICAN INDUSTRY 


ONE OF A SPECIAL SERIES 


In financial aid to education... 


What Should Business Do Now? 


Now that the federal government is entering 
the field, should business firms stop giving 
financial aid to our colleges and universities ? 

This question is now being discussed by busi- 
ness directors throughout the country. The dis- 
cussion is prompted by the near-billion-dollar 
program of federal aid to education passed by 
Congress a few months ago. For if the federal 
government, with its access to billions in taxes, 
is assuming responsibility for the financial wel 
fare of education, should not business get out of 
the way and let the government take over? This 
is the general way the question is being asked 


The answer is a resounding NO. 


What The Federal Program Does 


The new federal program makes it possible 
for the government to spend the imposing total 
of $900 million for aid to edueation over the 
next four years. There are still many loose ends 
in the program. But already it’s quite clear what 
such funds will — and will not — do to help re- 
lieve the financial plight of our colleges and 
universities. 

First of all, the program is not going to solve 


any financial problems in education overnight. 
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The program Is } ist Darelv underway. So tar no 


money has actually been allocated, and Congress 
has appropriated only $40 million less than 
5° of the total. 

More important, there is very little in the 
total program which will result in direct aid to 
colleges and universities. The program does set 
up fellowships to train college teachers. But 
most of the aid will eventually channeled 
through the states to primary and secondary 
schools. The main focus of the program is edu 


cation for national defense strengthening 


science, mathematics and foreign languages in 
elementary and secondary schools, together with 
grants for counseling, testing and research. 

The one big item for higher education is a 
$295 million student loan program, which will 
help needy students pay tuition and other fees 
But tuition rarely covers the full cost to the col 
lege of educating a student. So the net result 
could well be an additional financial strain on 
our institutions of higher learning 

For the three most pressing financial needs 
— faculty salaries, scholarship grants and new 
plant and equipment—colleges and universities 
must still rely heavily on help from the business 


community. And it would indeed be a major 





misfortune if the recent actions of the govern- 
ment put a blight on this growing and substan- 
tial support to higher education. 

In the last ten years, business has expanded 
its financial aid to education by more than four 
fold. In 1948, contributions were only $24 mil- 
lion. In 1957. such aid reached an estimated 
$125 million. Moreover, corporations have been 
putting a larger proportion of their total chari- 
table gifts into education. In 1950, the percent- 
age was only 17%. By pre-Sputnik 1956, the 
share had already increased to 34%, according 
to figures recently released by the Council fo1 


Financial Aid to Education. 


Why Business Must Help 


The most compelling reason for increasing 
business aid to higher education — at an even 
faster rate—is that our colleges and universities 
desperately need financial help. It is that sim- 
ple. Private contributions to higher education 
must average at least $400 million over the next 
ten years if our colleges are to meet rising oper- 
ating costs and raise faculty salaries to decent 
levels. Despite the growth in business contribu- 
tions, we are still well below that goal. 

If our colleges cannot solve their mounting 
financial difficulties through voluntary help 
from business firms, alumni and communities 
— then it is to be expected that federal aid ul- 
timately will be mobilized in a big way. In prin- 
ciple, if not in dollars, the 85th Congress has 
paved the way. Indeed, a large federal scholar- 
ship program was squeezed out of this year’s 
legislation only in the course of last-minute com- 
promises. And Arthur S. Flemming, Secretary of 
Health, Education and Welfare, has urged that 
the next session of Congress restore the scholar- 
ship program. 

(bout any federal rescue operation for higher 
education, two things are quite clear: 

(1) Such aid will come too late to prevent ir- 
reparable harm resulting from the current 
shortage of funds. The need for help is 


urgent and immediate. 


With federal taxes taking over half of all 
corporate income, any federal program in 
the end will be financed in large part by 


the business community. 


An Opportunity 


So, viewed narrowly, it is in the selfish interest 
of business firms to aid our colleges and univer- 
sities now, rather than wait and be forced to pay 
later on. By doing so, they ensure that business 
will have a continuing supply of well-trained 
graduates. They take advantage of the tax laws 
for charitable contributions which mean the 
government in effect assumes more than half the 
cost of business aid to education. And they win 
gratitude for a voluntary and generous act. 

Viewed in the broad public interest. the busi- 
ness community has an opportunity to perform 
a financial rescue mission in education which 
could well be the key to successful survival, not 
only of our present system ol] higher education, 
but also of the nation itself. 

As previous editorials in this series have 
pointed out, a very small share of the net in- 
come of business firms — about 1% — would 
do the job. Certainly business must not be dis- 
tracted from this opportunity by the new ven- 
ture of the federal government in financial aid 


to education. 





This message ts one of a series prepared hy the 
WcGraw-Hill Departm« nt of Economics to help 
increase public knowledge and understanding 
of} tmportant nation-wide developments, Per 
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groups or individuals to quote or reprint all 


or parts of the text 
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Sell your customers on the emec 


©. } > — —— tailored to their specific needs 
, aA SS (6; - tional or industrial 
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PLANNED POWER on 


coordinated BullDog components. 1. Unit Sut * 
station and Unit-Versal® Switchboards. ; E i I a) 
Feeder Duct. 3. Plug-in® Duct. 4 1dus | 


Trol-E-Duct®. 5. Universal Lighting 
6. Pushmatic Electri-Centers®. 7. Clampmatic® 
Safety Switches. 8. Power Panels 
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For Positive Freedom of Conduit Movement— 


THE ALL NEW 0.Z. U\/iP8 “D2” 
EXPANSION & DEFLECTION FITTING! 


ji 














































Silicon bronze 
couplings 










Positioning markings permanently 



















and clearly molded on sleeve 
assure proper placement of 
fitting in expansion joint 
Here’s the newest addition to a long line of O.Z. expansion and 
deflection fittings — the O.Z. Type “‘DX’'! Of completely new 
design and construct it provides fitting features never found e Compensates for expansion, 
before! contraction, deflection; may 
The all-new Type “DX” is designed principally to compensate for be used as avibration damper. 
expans traction, and deflection in conduit across expan e %” expansion and contrac- 
sion joints in ncrete, but it also may be used as a vibration tion movement. 
damper 





, e 30° angular deflection from 
For more information on this rugged, corrosion-proof, Weather h , : di ti 
tight fitting, call your local O.Z. distributor or write direct to the normal in any direction. 


the company ” Corrosion-proof! 
e Weathertight! 
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wv Tro Office and Factory: 749 Bryant Street, San Francisco 7, Calif. © GArfield 1-7846 omast 
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TWO MORE 

SELLING 
FEATURES 
ft by STEELDUCT 


‘ 


SUD) THE sTEELDUCT COMPANY 


REPUBLIC STEEL BUILDING YOUNGSTOWN, OHIO 





mew cool 
Sola ballast 


easily passes 
6Cime-fixture”’ heat tests 


coolest coiis 
and capacitor 
Ziwe full ballast life 





¢ CONSTANT 
CQUETISLO, 
eS )E UNDER ONE OR MORE OF THE FOLLOWI 


all 5 '806199-2346621-2489245-2552111 
c ANAI PAT'S. 439-590 (1947) AND PATENTS 


FOR 2 Tl2 40 WATT RAPID START LAMP 


CAT. NO67O=109, HIGH P.F 
Catalog Number 670-1 118 VOLTS 0.80 AMP 


LAMPS MUST BE WITHIN 1” OF 
& SOLA ELECTRIC CO. CHICAGO, 501 


mo price penalty 
for this prermiur 
performance 
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Now totally new electrical and mechanical design 
sets highest standards of “‘in-fixture’’ ballast per- 
formance. This new two-lamp, 40-watt, rapid-start 
ballast is dramatic evidence of progress made pos- 
sible by Sola’s philosophy of conservative design 
Sola views the ballast as integral with the lighting 
fixture and has consequently built its new ballast 
to pass exacting “‘in-fixture’”’ tests and for actual 
operation under the most demanding conditions 


This new rapid-start ballast is designed to give 
only a 42°C coil-temperature rise when tested 
according to U.L. and E.T.L. methods. New cir- 
cuitry increases ballast efficiency through reduced 


wattage loss. 


The new ballast was tested in a four-lamp fix- 
ture, completely enclosed and surface-mounted on 
acoustical material. Temperature in the fixture chan- 
nel was 18°C hotter than the usual 40°C ambient 
of U.L. and E.T.L. tests. Despite these severe test 
conditions, the following impressive results were 
recorded, 


@ Maximum coil temperature was 89.3°C. This is 
15 © cooler than the limit of Class A insulation. 


e Temperature of the capacitor’s case under this 
especially severe test was within the heat limits 
of the capacitor’s insulation. 

The “hot-spot” temperature on the ballast case 
was 81°C. This is 5°C cooler than premium-priced 
ballasts similarly tested, and it is 9°C cooler than 
the maximum allowed under U.L. fixture require- 


ments. 


This new level of cool ballast operation contrib- 
utes to full ballast life. These improvements result 
from Sola’s concept of ballast engineering that treats 
the ballast as integral with a fixture and part of 
the complete lighting system rather than as an 
isolated component. This approach has produced a 
major engineering breakthrough — the elimination 
of thermal insulating barriers which formerly con- 
fined ballast heat within the coil and capacitor 
compartment. Now, heat is far more easily dissipated 
through the case and fixture. The combination of 
fixture and Sola ballast now team up for cool, 
efficient, trouble-free operation. 








ETAL REFLECTOR 
ILLINOIS U.S.A. 
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Send for test ballasts or literature 


Sola will furnish fixture manufacturers with samples of this new ballast. 
Write to us on your business letterhead, and a Sola sales engineer will promptly 


supply your test ballasts. Sola welcomes the challenge of having you evaluate this cool neu 


C1 


ballast in your own fixtures. If you wish merely to examine data on the 


new model, please request Bulletin 27L-FL-352. Write 


to the Manager. Ligl ting Sales. 


Sola Electric Co. (A Division of Basic Products Corp.), 4633 West 16th St., Chicago 50, fil. 
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SPACE-SAVING 


TWO CLARK ,RELAYS 


added to the “PM” Line|!... 


With the addition of Time-Delay and Universal Pole Relays 
to its “PM” line, Clark now offers the most complete integrated 
line of control relays available today! They have the same 
“modular” design and match physically the Convertible Pole 
(Type “PM”) and Latch Relay (Type “PMA”). 


CLARK Type “PMT” 
TIME DELAY RELAYS 


@ Line up with other relays in the “PM 
@ Timing head occupies space of 2 poles abo\ 
@ Poles are “universal” type—each with 2 


normally open, one normally closed, same 


rel ays described below 


@ Available for “ON-DELAY” or “OFF-DELAY” operation (time 
delay after energization or de-energization ). Easily ynvertible 
in the field 

@ Timed and instantaneous poles are 

@ Models available with either 2 or 4 timed contacts and up to 
6 instantaneous contacts. 


CLARK Type “PMA” 
UNIVERSAL POLE RELAYS 


@ Line up with other relays in the “PM” line. 

@ Each pole contains 2 isolated contacts—one normally open, one 
normally closed, with 600v clearance between contacts. 

@ Individual poles can be removed or replaced without disturbing 
others. Each pole has its own arcing chamber—any short circuit 
is confined to one pole. 

@ Poles are interchangeable with convertible poles of “PM” relays. 


@ Models available with up to 14 contacts per relay. 


How Clark Relays line 

up to save panel space. 

1. Universal Pole Relay 

2. Time Delay Relay ; 

3. Convertible Pole Relay ‘  S "| iS i. ) 
4. Latch Relay : 





Write for complete information 


Hho CLARK ( 


| 
CONTROLLER (Gmpany 


Everything Under Control 1146 East 152nd Street . 8 Cleveland 10, Ohio 


\ 
IN CANADA: CANADIAN CONTROLLERS, LIMITED « MAIN OFFICES AND PLANT, TORONTO 
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E. M. T. and rigid 


ELBOWS 


that are always the same 
guarantee perfect alignment 








packaged 


piu this extra service 


You can get speedy celivery of 
all COLUMBUS f ttings from any 
of the 10 conveniently locate 


warehouses 


Look for the U. = 


label when buying elbows 
and nipples. 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE FRODUCTS COMPANY —-— COLUMBUS, OHIO 


PIPE COUPLINGS - PIPE NIPPLES « ELBOWS, RIGID & E. M. T. 
RUNNING THREAD « GOOSENECKS © WALL PLATES 
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Yes, you can save cable dollars 
when you go to higher voltages! 


For 15 kv and up—consider Anaconda Durasheath 
rubber-insulated, neoprene-jacketed power cable! Its 


lighter weight, flexibility of 


installation, ease of splic- 


ing may mean lower installed costs! 


With today's trend toward higher and higher volt 
ages, better look into the advantages of Dura 
sheath*—A 


lated power cable. It may mean big over-all cost 


naconda S superior quality rubber-insu 


savings! 

New Anaconda insulating compounds, improved 
shielding, and advances in cable manufacturing 
technique have now made it practical to extend 


Durasheath’s voltage range beyond 15 ky . to 


ANACONDA DURASHEATH ALL-PURPOSE POWER CABLE 


ind multiple conductor 


Its 


ill $1Zes single 


AY iilable in 
or aluminum, 600 to 15,000 ve 
INSULATION RHW, Anaconda 
rubber compounds ear h le signed tor spe 
JACKET. Spec compounded 
tance to fl 
tensile strength and flexibility 
Denshe ith PVC 
for | 


special applic 


opper 
ind higher 
ANW 

cific 
neoprene with 
ilkalies, sunlight ind ozone 


AHW or 
purpose Ss 
high resi 


higl 


Type 


ially 
ame, oil, acids 
f te mperature 
ind Polyethylene jac kets are availabl 


ition 


it extremes ( 


Anaconda Durasheath is 3 cables in 
IN DUCTS 


‘ 
ma 


AERIALLY 


’ 


25 kv.. 
In lower and medium voltage ranges 
to 15 ky 


standing reputation for safety, dependability, long 


. and to even higher voltages 
600 volts 


), Durasheath has already earned an out- 


life—and money-saving vi rsatilitv. For Durasheath 


can be installed overhead in ducts and under- 
ground in continuous runs with minimum splices. 
Its flexibility and light weight are important, too, in 
cutting the costs of supporting structures 

Now, Anaconda’s proven ‘know-how’ in cable 
construction has made it possible to bring all these 


Durasheath cable! If 


youre “going up to higher voltages, see the Man 


advantages to high-voltage 


from Anaconda about Durasheath. He will be glad 
to help you work out your particular problem. Or 
write: Anaconda Wire & Cable ¢ jompany, 25 Broad- 

. Rev 


way, New York 4, New York 


SEE THE MAN FROM 


ANACONDA 


FOR DURASHEATH CABLE 


ba 


ut sere S 
“Cormycee™ 


1, because...it can be installed — 
UNDERGROUND 





FEATURES: Rugged construction 
Made of high conductivity copper alloy 
Suitable for all purposes 
Variable, each connector takes wide range 
Exceptionally compact 


Reusable 


Write for detailed information and prices! 


i DOSSE. Al MF. 6 CORP. 


YEARS OF 
TECHNICAL Y, 49 Huron Street, Bre Representative principal 
KNOW-HOW ie iin. Se , 
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CRESCENT 


HYVOLT SHIELDED POWER CABLE 


METAL 

SHIELDING 

TAPE RUBBER- NEOPRENE 

SEMI-CONDUCTING FILLED SHEATH 
TAPE TAPE 


CONDUCTORS HYVOLT 
INSULATION 


CONDUCTOR 
SHIELDING 
TAPE 


More Amperes 


ADVANTAGES 
6. 


7. 


3. { r +ir 
4, nt 1 to moistu 8. 


CRESCENT HYVOLT insulation is made from butyl rubber which is inherently resistant to ozone, 
heat, moisture and aging. HY VOLT is formulated and processed so as to retain these inherent charac- 
teristics of the butyl rubber and at the same time provide excellent electrical and physical properties 


The insulation is protected during and after installation by an outer neoprene sheath providing 
a maximum degree of toughness, durability and long life. It is flame retarding and resistant to the 
deteriorating effects of moisture, sunlight, ozone (corona), oil, grease, and many acids and alkalies 


“GSA RRR DSI ORE Le ST LE RIE EIS NS RRL OO eS ML TE dT | GEE RS, 
sf HYVOLT Shielding provides additional internal 
and external protection in these THREE WAYS 


= t 3. 





CRASS SII eae ae 





RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE is rec Specify CRESCENT SHIELDED HYVOLT POWER 
ommended for use in conduits, underground ducts, in CABLE for general power circuits and where severe 
wet or dry locations, or buried directly in the ground, conditions are prevalent such as chemical plants, re- 
for circuits operated at over 3000 volts and in accord- fineries, paper mills, mines, sewage disposal plants, etc. 
ance with I.P.C.E.A. recommendations. Available in It is approved as Airport Lighting Cable Type B, CAA 
single conductor or multi-conductor cables. Specification L-824. 


SEND FOR BULLETIN 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON 5, N. J. 
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BUSINESS INDEX 


for September 1958* 





NATIONAL PICTURE: 


+— 1947-49 = 100% 
40 


947-49=100%—~+ 
246 — 











——— 220 — 























4g L os Oe ie oe bias ts hibick bititrateeesisis Ji 


955 1956 1957 
INDEX 
Sept. ‘57 
172 
145 


Sept. ‘58 Aug. ‘58 
170 147 
110 Lt! 


PICTURE: 


Sept. ‘56 
165 
154 


Sales 
Inventory 


REGIONAL 


SALES 
(°% Change) 


% CHANGE 
Sept. ‘55 1958 from 1957 


165 6 
139 


INVENTORY 
(% Change) 





From 
Sept. 1957 


From 
Aug. 1958 


NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC $ 14 


For electrical apparatus, supplies distributors. Sour< Bureau of Census 


x These figures are not availabl 
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1958 
From 1957 


From 
Sept. 1957 


From 
Aug. 1958 





NEWS FOR THE INDUSTRY 





‘Plantation Party’ scene Golf Tournament scene 


At Southern Meeting . 


Good: Times, Good Talks 


That was the consensus at first annual NAED Southern Region Convention where the 


social atmosphere was conducive to constructive sessions on industry problems. 


(;RASS ROOTS 


Celestin's New Orleans 
¢ Three-way Look-—-On 
S on the subject ol Man ic 
Agent-Distributor Relations P 
Reitzammer, Square D Co., Houston 
< af ne 


u he needed i 
for thre 


' ’ 


' ’ j 
my product i 


. I 
economically and 
competitive 
et to combat 
forces that threaten our present systen 
al distribution 
lurrell Turrell & Co 
Detroit, Mich presented the policy 
% that his company operates under as 
manutacturer § vent. Major points ol 


the policy are 


¥ s& 
Si, int 


a= tributors 
a e Make the distributor's job easier 


by providing him with selling tools 


- 


such as samples, demonstration kits who cannot qualify a legitimat 
and literature electrical \ e distributor, ther 


re 


e Follow up promptly any leads by creating unfair competition 
the distributor gives us, working with Because of this, brokers and jobbers 
him to get the order and reporting have all the advantages and none of 
THREE-WAY TIE for Southern Region the results to him the disadvantages of the legitimate 
Golf Trophy—here presented by NAED e Treating confidentially any in- distributor, such as maintaining de 
Vice President J. A. (Jimmy) Meier (left) formation he entrusts to us. livery trucks, warehouse, office and 
sesulted when Tom Preston, DSNES e At no time play one distributor sales force, credit department, taxes 


taff, Wallace Covington, Ace Electric h ( ticular] t i 

¢ p 2 ar ve \ < } < 
Supply Co., and Jack McAuliffe, Triangle against the other particu y inventory tax), and so 
“onduit & Cable Co., each stroked 72 e Never use the prestige of one On. 
net scores. Dilemma was solved by flip- manufacturer’s line to force business 4. Loosely interpreting the selling 


ping coins. The winner: Covington. to another. Continued on page 74 
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At Midwestern Meeting 


Big Attendance 
Attributed to 
Added Benefits 


Work-shop sessions at Missouri River Club 


NEW OFFICERS 


produce increased distributor interest. 


e Profitless Prosperity 


DISCUSSING meetings are (left to right FOR THE LADIES, a fashion show w 
Peter » Ken | e and E. R. Jorgensen. Various iten £ thir mod 
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Big Attendance .. . 


7 


Continued from page 71 
J 





amount of construction underway and 





plenty of work to be done, he con 





tinued 
“One thing that I would suggest 






essential is a good hard look at the 





management know-how that is being 









applied to your business. Perhaps it 
would be good business to hammer 
away at sales personnel on the need 
for managing their accounts so as to 
produce Orders of a size which makes 
for efficient handling | through your 










Organization 
‘Other items of importance 








sales meetil training meetings 
ELECTRIC MOTORS policy man ind other methods 
which modern management has at its 
disposal for getting tl word to its 
men in the field.’ 
| @® A Hard Look 1 would submit 
to you that through critical self-exam 













ination of our internal policies and 






procedures we can n rove ur own 

situation fully as much as by sprinting 

SPLICES .. , headlong after bi ross volume se 
cured by paring awa { the profit 

which is the very life od not only 

of your business but of our whole 









economic system 






We. iS manutacturel look to 

you to perform the distributive service 

better and more efficiently than w 

JUNCTION BOXES can. We look to you and your sales 
force to maintain the contacts wit! 






facturer’s sales 


customers that no manu 





force could eve! nope to do We look 






to you to handle the extension of 






* « 
7 credit to your customers and to pro 
ey e as ing you or is vide full line sei VICES not only ol 
our goods but of the products of othe! 
a manufacturers so that the custome! 
& 

may have not only freedom of choice 
(4a but will be able to depend upon yo 

for full-line services 
= s 8 * e Credit Preparation In explain 
to speed tight-wiring iops ing the tnportance of leattieg aon 
techniques of credit procedures and 
credit management, William P. Lay 





ton, educational director of the Na 












Here’s the latest new Porter electrical tape. It features an im- : 
; : : ; . tional Association of Credit Managers, 
proved vinyl backing, made especially to speed up junction-box , 
d - ae ‘ <<” : di, stressed that many persons fail to live 
and other tight-wiring jobs. Also ideal for insulating tools— no up to their potentialities 
outer wrap needed. Underwriters’ Laboratories approved. “Now, as never before, your leaders 
= : a : are emphasizing the importance of 
Single-wind Porter Viny! Tape stays flexible at low temperatures, a RS, ‘ Li a 
; . . ; being prepared for opportunities as 
resists damage from harsh chemicals, abrasion and heat. A new acarraliinn * t 1. “This preparation 
. . ° ° ° . . ‘ se, eC Salt S eparatlo 
ee atiee a RaERe : aliaaad a 
high-tack adhesive and new winding and slitting techniques help cannot be completed overnight. You 
prevent telescoping of tape and save space in tight places where must set up a definite program; and it 
compact winding is essential. you want to succeed, you must con 





centrate on the educational principles 







Stock and sell new Porter Vinyl Tape, the latest in the growing, dike ale auauet eikie tek “Gaia deel 
profitable Porter tape line. For complete information, write “It is pratiage s ee eo ean 
Quaker Rubber Division, H. K. Porter Company, Inc.; Philadelphia estimate the value of experience, but 
24, Pa., or Pittsburg, California. experience is just the jockey that rides 





the winning horse of preparedness to 





success.” 





were William H 


Hi. K. PORTER COMPANY, ING. yh reskers were William HE 


Qa KER RUBBEF DIVISION Continued on page 97 
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ONLY 


SWITCH AND OUTLET BOXES 


Have all These Quality 


Abarlagee 


@ Clean-cut knockouts — easily removed 


e Wide-slotted screws with tapered 
points for easy starting 


Deep, clean-cut threads on screws 
and tapped holes 


Smooth edges — no burrs or slivers 
Made of heavy gauge steel 
Uniformly bright electro-galvanized finish 


Engineered to exceed local and 
national code requirements 


WRITE FOR CATALOG TODAY 


m) 


A RACO BOX FOR EVERY NEED” 


ALL-STEEL EQUIPMENT INC. Aurora, Illinois 
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PA 
panO- 





*interrupting Capacity 
25,000 Amps. A.C 





H 


HIGHER INTERRUPTING CAPACITY 


Mn) A 


LONG TIME-DELAY. > 


» 


COOLER OPERATION. Kiuns 
lati I?R 


Insist on TRI-ONIC. 
Ask for TRI-ONIC Bulletin today. 





® The Chose Showmut Co. 1958 
Trion) ~ tuake At The Serteh” 
> tHe CHASE-SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of 1-T-E CIRCUIT BREAKER CO., Philadeiphic, Pennsylvania 


=7,, Ga, = @ & =. 


Avipirip’ § Trionie’ ~28—~  c.@-1  rRoNET” «OT om 





Good Times, Good Talks 


Continued from fc 


e Unrealistic Approach 


manuts 


doubt son 


distributor nterested 


in deals t But times 
ire turning prosperity 
that whole 


come Catal 


ed has be 


ig attitude 
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ON BIGGER 
CABLE PROFITS 


imprint or 


Color-coded carton label: 


identify in 


¢ black and white for rubber 


When you call for cable, 
call for... 





bs 





CAROL CABLE COMPANY e Division of the Crescent Company, Inc., Pawtucket, R. I. 


es 
tat 9 LEO 


» 


| CALENBAR OF EVENTS 


handle nie ee DECEMBER 


Nationa] Warm Air Heating and Air 


7, Conditioning Assn. 
0 ti ' Committee meetings, 





convention 


of all your | ogee oS 
test needs | v1 - . 4 agra cg of Power & 


New York Coliseum 


with the Check aaa of , Dec. | 


motor control solenoid coil. 


— Ihe Material Handling Institute, 
= 4 | Inc, 
Roosevelt Hotel 


vel 


AMPROB RS 3 ] f D9 
7 me ; q “ 
=» é a ' Dec bd 


Institute of Appliance Manufacturers 


Year-End Meeting 
Statler-Hilton Hotel 
Dallas, Tex 

Dec. 7-9 





| 
| National Association of Display 
| Industries 
Use as continuity tester 16th Annual Exhibition 
to determine if fuse is good. | New York Trade Show Building 
New York City. N. ¥ 
Dec 


JANUARY 


Live Better Electrically: 3rd Annual 
Women’s Conference 

I dgewater Beach Hotel 

Chicago, Ill 

Jan. 8-10 


National Housewares Exhibit 
Navy Pier, 
Chicago Il} 
Check for low voltage condition. Jan. 12-16 
Meets every commercial voltage | National Association of Home Build- 
requirement on three voltage | &s 
ne Coliseum, Conrad Hilton, Hotel 
scales ... 0-150/300/600 volts ac. 


Sherman 
Accurate current readings from 0 Chicago, III 
; ' Jan. 18-22 
to 300 amps on five current ranges. sacs 


The ohmmeter scale is designed | tpqustrial Heating Equipment Asso- 
specifically for you... readings as | ciation, Inc. 

Cleveland, Ohio 

Jan. 19-20 


low as 0.5 ohms can be taken, en- 
abling you to readily distinguish 








Plant Maintenance & Engineering 
Show 

cuits and actual coil resistances. Public Auditorium 

Cleveland, Ohio 

Jan. 26-29 


American Society of Heating and Air- 
gp vcomey Engineers, Inc. 
Annual Meeting and Exposition 
Philadelphia, Pa. 


Corporation, Lynbrook, N. Y. In Canada: Atlas Radio Corp., 50 Wingold Ave., Toronto Jan. 26-29 


the difference between short cir- 





Pyramid instrument 
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_ MAINTENANCE MEN 


DEPEND ON 


ROYAL 


| PORTABLE CORD 


Where durability and dependability count, you'll 
find Royal Cord and Cable on the job. Royal com- 


bines quality products with quality packaging that 
is easy to stack, easy to identify, easy to work with 


It’s the hig-demand brand in the industry, today 


Check your cord and cable stocks with your 
nearby Royal representative. Make sure you're 
carrying enough Royal Rubber, Neoprene, and 
Plastic-Jacketed Cords Royal Machine Tool 
Wire Royal Thermostat Cable . . . Royal Lamp 
and Fixture Wires and Royal “Powr-Kord” 
Heavy Duty Extensions 





panel's lh 


ROYAL ELECTRIC CORPORATION 


an essociate of International Telephone and Telegraph Corporation 


PAWTUCKET * RHODE ISLAND 


SS a | 
GS s« 


EXTENSIONS CAPS AND WIRE AND WiRING 


CONNECTORS CABLE DEVICES 





veipneg NOW 
DEPENDABLE IS THE 


LIGHTING 
ae TIME 
TO 
waste REPLENISH 
QUALITY YOUR 
PORCELAIN CATALOG 


ENAMELED 
REFLECTORS LITERATURE 


a 
SEND 
ALUMINUM 


REFLECTORS FOR 
ALZAK 


FINISH THE NEW 


wae MULT! 
PORTABLE DISPLAYS of firs 


myer vice president joe Godwin 
QUALITY CONDENSED peration to c 


THROUGH 12 PAGE 


Ore CATALOG New Alarm Law Spurs Sales 


SATISFACTION SHOWING 
RANITE CITY Electric Suppl 
4 Inc., Quincy, Mass., is receiving 


NEW RLM two- to three dozen fire alarm in 
PREFERRED \ ;’ & of 
uiries per week as irect result « 

BY THE ALL WHITE quiries per wee i direct rest 


ENGINEER REFLECTORS Quincy's new rdinance which be 
came law on July 1, 1958, making 


WHOLESALER NEW 
. FLUORESCENTS 
(ON dential purposes isting in ol¢ 
‘i NEW : - : 
e Brings Queries—Before the ord summer cottages 
MA FLOODLIGHTS inance was proposed, homeowner in e Aiding Contractors 
terest in fire alarms had been practi hundred existing homeown 
NEW cally non-existent. Today, 20 times as Quincy area who on their own 
SPARLITES many contractors—both from Quincy tive have had alart ystems installed 
pec rns and from neighboring towns-—are_ is evidence of the interest attending 
FILE NEW asking for information than were six the ordinar yublicity. Granite 
os eine ta GYMNASIUM months ago. Since electrical permits by way of I 
FIXTURES are required for alarm systems which closing fire 
FOR COMPLETE connect to the house electrical system bills to ¢ 
CATALOG all such jobs are going through repu come in nting to buy are 
ADDRESS NEW table electrical contractors to contract contr 
REQUEST|TO HOSPITAL Essentially, the ordinance requires quently bring their customers and 
ROOM-BED fire detectors in each livable room, prospective customers to Granite 
FIXTURE at the heads of stairways, in the attic, City” showroom to see the fire alarm 


mandatory the installation of heat that 1 
activated fire detection alarm systems will in 
in all new structures used for res in rectifying 


SEE OUR CATALOG 


in the cellar or basement, and in the’ displays. Plans are currently being set 


furnace room—detectors which, when’ up to hold meetings with contractors 
subjected to abnormal heat, cause an and manufacturers ) 
audible alarm to be sounded so as Ihe ordinance in Quincy probably 


to warn the occupants of fire represents a “first n this country 
e Pins It Down—Definite electrical Of particular significance is the ex 
requirements for acceptable systems treme interest shown by officials of 
are spelled out, such as minimum other cities from coast to coast. If 
loudness of the alarm, method of con others follow the r ind there 


ELECTRIC Vis en INC. nection to the house electrical service, seems to be no reason to doubt that 


4237W. LAKE ST. CHICAGO 24 types of power permitted for the’ they will, it can very well provide 


alarm system, and necessary raceway an unlimited sales boost for dealers 
for protection of the alarm conductors and contractors alike 
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WIND UP WIRING JOBS FAST 
o WEAVER 


ee ea i 


WEAVERS 
™ 


J. A WEA 
Cogease 2110 HOWARD sT. « 
~ § CEntral 1-8100 ST. LOUIS 6, Mo. 
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INDIVIDUAL PROTECTION STATIONS 


Christmas Lighting 
at Nela Park 


CLEVELAND, OHIO—Over! 

OOO different kinds of holiday bulbs 
will set General Electric Co.'s Nela 
Park aglow on Dec. 6th. It will mark 
GE’s 25th Christmas Lighting display 
e Yuletide Spectacle—This year’s dis 
play has been designed to allow th 
motorist to enjoy the spectacle while 
driving through the mile-long “Wint 
Wonderland.” Some tne highl mu 


re i man-made 


SAFELETS 


now available with a wide variety of 
receptacles and circuit breaker ratings 


The Heinemann Safelet is a compact unit that neatly com- AHLI Fights 
bines circuit-breaker safety with plug-in convenience. It has A 50% Increase 


CHICAGO—I 


hundreds of applications, can be used for the individual pro- 
tection of power tools, fractional horsepower motors and 
almost all general appliances 


Now you can have the Safelet with any of a large number 
of receptacles, single and duplex, in twist-lock, polarized, “T” 
slot and other styles. 


And now you can have a wide choice of circuit breaker 
ratings: from 6 to 50 amperes, at the most commonly used 
i-c and d-c voltage: 


[he Safelet enclosure is made of 16-gauge steel with an 
attractive grey hammertone finish. Units are available for 
either flush or surface mounting 


Of course, the circuit breakers used are Heinemann 
breakers . . . long accepted by the electrical industry as the 
standard of performance 


For full details, send for Bulletin 1000 


BULLETIN 


CHICAGO—As we go to press, a re- 
port comes to us from AHLI: “pro- 
posals which would have doubled 
average costs of shipping incandescent 
fixtures by motor freight have been 
denied by the National Classification 
Board. This decision was handed down 
in early November. A deadline of Nov. 
17 was set for appeals, but none were 
filed.” According to G. Robert Hallet, 
the defeat of the proposals will save 


ELECTRIC COMPANY the home lighting industry an esti- 


152 Plum Street Trenton 2, N. J. mated $5,000,000 a year. 
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WHEREVEF’ vou are... 


onnenat cance means (ERY I(T | 


> 


There's a fully-stocked and expertly staffed General Cable Distribut 
conveniently near every General Cable Authorized Distributor. 50 Distr 
Centers are now strategically located in every part of the country. Inventc 
for your orders, to save you time and money: you get fast delivery fr 
nearby General Cable stocks, save your own warehouse space 

and inventory costs. Wire and cable specialists ore ready to give y 
technical aid whenever you need it and they’re in constant 

touch with the latest developments at the General Cable 

Research Laboratories. General Cable backs you up all the 

way down the line with service and quality 


GENERAL CABLE CORPORATION 
420 Lexington Avenue, New York 16, N.Y 
Offices ond Distributing Centers Coast-to-Coast 


for quality and service... GENERAL 
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Make sure profits withGREENLEE = Hamblen to NEMA: “One 


Industry—One Market’ 


CONMIPI ETE fi pee “There is a false idea that the elec- 
trical industry is made up of multiple 
markets across the country—each 
separate and distinct, each a law unto 
of fast LIGHTWEIGHT itself, each operating under a separate 
code of procedure.” 
hydraulic benders These words were spol 
Hamblen, preside ( the National 
Association of Electr | Distributors 
before the W - Me Section 
90° bend of the tional trical Manu 
facturers 
with one is also 
Supply 
ram stroke iddress 
Atlantic 


C ontinu 





many 


market 


Angeles o1 Portl 


e Root of the Problem 


head claime 
problems 
n the fact that trical manufac 
turers ins on looking “upon this 
NEW No. 883 tor 1/2”—3” pipe and rigid conduit. one industs ombination of 
Completes tl ' { fact ‘ ‘ t lichtweicht hvydraul distinct mal nd 
ness to daop 
your nation 
nough 
exped 
ency S s k 
e The Special Deal—-President Ham 
blen asserted that he was sure that 
many of those present f{¢ that New 
York was a ma ¢ unt itself with 
in exclusive code of siness conduct 
that did not go for my own city 
of Houston e said that there may 
be a special lou ew York that 
S not aval y tO <« t r in 
my area, or any th irea n the 
country 
of doing business cial advantage 
that Is giver ( be special 
prices in New rk that apply there 
and no place 
I imagine if put tl juestion to 
you individually as to why this situa 
tion 1s allowed to exist he answer 
I would get fror ich you would 
pe But ( I ( New York 


‘ >t ¢ inliike your Houston mar 
No. 884 ees , 


» san tuations don’t < 

For sizes 2” - 4”. Operates with GREENLEE No. 798 ket rhe im tl rt apply 
or No. 797 Power Pump or No. 726 Hand Pump. at all 

Why is it so different? I say it 
No. 880 isn’t! It isn’t different because today’s 
9. 
For sizes 2” -2”. Operates with No. 768-M4 Hand 
Pump or No. 798 Power Pump. Easily carried by one man. 


improved methods of doing business, 
faster transportation, speedier com- 
munications have eliminated markets 
to the point where one transaction 
in One area of the country directly 
affects that of another area 
“Not too long ago, I was visiting 


GREENLEE TOOL CO. one of our major suppliers at his of- 


1852 Columbia Avenue, Rockford, illinois fice and he remarked: ‘Jake, you 
know the distributors in our city are 


TOOLS FOR CHAFTSMEN 


GREENLEE 
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ABREa, To ST 
ie ER. Ty Oc 
~USTOMER: lee ™ K AND SELL 
y > THE 

RA‘ TOR AND re 
ION ——_— 


TEE Pea, 


Electrical maintenance 
made easier with 


3-way STABreaker 
Flexibility 


STABreaker for Lighting and Power Panelboards 


STABreaker for Bus Duct Plug-ins 


With STABreaker, one inventory 


lug 
that c 


Saves yOu 


changing r 


is all you need to meet all your circuit _inventory...simplifies installation. | STABreaker 
AB-I's, for Power and Lighting  availab 


ins. The only “plug-in” type AB breake 
STABreaker mains, 400 ar 


es greater freedom than ever before in from 15 throt 


only two 


single-phase to three-phase reduces Federal 


FEDERAL PACIFIC ELECTRIC COMPANY 
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getting a better deal than you and 
the distributors in your area are get- 
ting. We let them pick up from the 
factory in broken lots and let their 
purchase orders ride until they buy 
in enough quantities so they can be 
billed at the best price.’ 
“That is a nice deal! But even if 
1 wanted the same treatment, I per- 
sonally could not take advantage of 
it, nor could my competitors, because 
it's a situation peculiar only to this 
particular market and not peculiar to 
mine. Yet that very advantage is be- 
ing used by these ‘favored’ distrib 
utors to gain an unjustified competi 
tive advant ige in some other market 
“That's the kind of logic that’s 
setting the industry back 25 and 30 
years that’s aggravating any num 
ber of the problems I brought up a 
Capacity while ago 
"to 1” e Jekyll and Hyde—A manufacturer's 
name may be held in high esteem 
in one pal e country and in 
another 1« ere mention of it 
may br or torrent of hoots 
ind hollers he t Texan queried 
pr them “How 
is it a manufacture n take on this 
Jekyll and vi personality in the 


those 


gives quick, clean cuts 
even in tightest places! 


to this ln the ct that his 


renr ntat ' th teadt 
POpresel c Steadiast <« 


. 
. 
. 
. 
. 


slipshod Cart ne ou the polic cs 
that are id wi I v¢ factory level 
Or, getting bac Oo my original 
premise la manutacturers has 
certain rule I ne market that do 
not apply to distributors in other mar 
kets 

News tr is I t mm this mdustry 


I have come to realize that nothing 


eeeeeee 








no matte! Ow tris is secret 
There ar Tr solated instances. You 
may think in terms of a one-shot 
action in one area to resolve a pal 
ticular problem. But it won't work. It 
won't work because this is one indus 
iry and you cannot isolate one situa 
tion anyplace. I would suggest that 


e®eeee eee eeeeeeeeeeeeeeeeeee 


*eseeeee ee ee eeeeeeeeeee 


eeere ee eee ee eeeeeeeeeeeeeeee 


we look at our business through one 
sight, as one industry—one market 


. ‘ . e The Warehouse Situation Ham 
Compact and light, yet strong, this new blen expressed his fears that the ware 


. No. 315 RIGID 3-Wheel Tubing Cutter house situation is reversed to the point 
is extra handy on every job. Just what your customers where manufacturers’ agents stocks 
: ee ONT . are slications of their own dis 

need for that hard-to-get-at thin-wall conduit. No skinned ire duplications of their © ‘ 
. ; tributors’ and the only firms reaping 
knuckles ...no slow hack saw. Guts copper, brass, aluminum, the benefits are those that never per 
steel tubing as well as thin-wall conduit. formed a stocking function in the first 
Handy RIEZA0ID fold-in reamer protects hands and place. If these “so-called distribution 
‘ ; : senters degenerate to nothing more 

ckets. Cash in on these sure-selling features. po a 

fe . sure-selli 6 ae than catch basins for every conceiva 


Stock and sell the new RITALID No. 315. ble type of product and customer 
then a good purpose has been defeated 
and everyone of your bona fide dis 
tributors suffers as a result 

You have an obligation to see that 
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while, back at the mine .. . the power shovel 
vas still going strong. This is the kind of ¢ 


. w performance mine operators have come to expect . 
7) 

from Simplex TIREX cords and cables. 
S'No cable should ever be subjected to suche 
7 é 4 
m GOUrse, but sometimes it does happen. And 2 
“a5 ; 

2 x. excellent reason why you should use Tirex. 


, with its cured-in-lead, fortified and Pee “y 
\3 8 , neoprene armor, is designed to resists ae 
y 


B toughest sort of punishment, give pia 
long, dependable sevice 


= 


NOS: without BREAKING? 
TWISTS without KINKING -* 


. SNAKES without Bf 


Meg 


2 it 
Z 


Yeermer® | WIRE & CABLE 
Cc O MP A N 


STREET. CAMB GE > MASS 


“The American manufac rers ¢ transocea) eleph 
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these warehouses are operated on a 
policy basis that is consistent with 
your national policy. They should not 
be at the disposal of those fly by 


Yo U d h aVe tO Se] | a N night operators who do not rende! 
true wholesaling functions. And cer 
tainly no deliveries should be made 

$ . from these warehouses unless on the 

extra 1? 904 same terms as those established by 
) | Nn S00 S your factory This, Hamblen stated 

goes for the distributor in Houston 

as well as the distributor in New York 

e Asking a Lot—Hamblen “pleaded 

aq N N U a O Ca rn ad S guilty” to asking a lot for “our elec 
trical wholesaling industry but “th 

electrical distributor,” he stated, “is not 

asking for anything other than that 


| U C h mM O N e which he knows he merits.” The 
y ad S YO U NA"D head dished up the following 

cures for the industry, and asked the 

NEMA meeting attendees to take 


them into considerati 


would nave received Meio wae 


tion as we 


1) 


@ Don't 


last year in dividends) t=" 


t 


away jUSt 
eagerness 


ur 


stories Of you Ow! 


. . he taker n , - 

a S | | | eC [_ | b e rt : pre ni - ne : a : 
stock and sell those special items that 

we, through aggressive merchandising 

and thorough market penetration 


Mutual fire-insurance 2s" ve 


e Let's have a meeting of 
e . ways between the distributor’s think 
ing and that of the suppliers—not only 
DO ICY WI a N a N N U a wire and cable but all suppliers 
to sit down once a year and go over 
policy, plans and what’s in store for 


the future 


: *k 
oremium of $1000 Be Tigge—naagilaglinge 
l the 


the switch waitin io OU (0 RIVE 
next word on wher li we g2o from 
here Your distributors are geared to 


When vou insin et 1 ° 
{ \ t SLT e ith Liberty a yrotess < g eP C - 
] ional msurance coun vour thinkin vou? pla ming, and your 





Se llor surveys your insurance program. He shows vou how action 


we can correct ‘Trors loopholes and duplications in your 
, Arizona Distributor 


pres¢ nt coverage You I] know just how much protection vou Mested bo NAED 


have, what you don’t have and why. Contact the Liberty NEW YORK—tThe Electrical Dis 

tributing Co., Phoenix, Ariz., has been 

elected to membership in the Na 

Sales-earnings ratio based on recent Dun and tional Association of Electrical Dis 

Bradstreet figures for electrical wholesalers. tributors. Samuel B. Schurgin ts presi 
dent of the company 


Mutual office nearest to you today. Or write our home office. 


Look for more from Southeastern Electric 
Has New Location 


LIBERTY MUTUAL QQ “fuststsoren tx. 


>@ ~ “ or > “Tr sctric 5) 
--- the company that stands by you Southeastern Electric Supply 
i Chattanooga, Tenn., has moved to a 
newer and larger location at 1615 
TT : Cowart St. According to the founders, 
LIBERTY MUTUAL FIRE INSURANCE COMPANY EIR ‘LBA 
eC P > > 
surance for: Automobiles, Liability, Group Accident and : ogers anc ustin, exten 
Compensation, Marine, Crime sive remodeling has been done 
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Rely on this highest quality cable— 


it works where others fail 


Phelps Dodge Habirprene 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Atlanta, Birmingharn Ala Co Ac Chorlotte, Chicago, Cincinnati, Cleveland 
Greensboro, N. C., Houston, Indianapolis, Jacksonville, Kansas City, Mo., Los A-geles, Memphis, Milwaukee, Minneap 
Philadelphia, Pittsburgh, Portland, Ore Richmond, Rochester, N. Y Son Francisco, St. Louis, Seattle, Washington, [ 
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Preliminary Plans For 
Capital Spending 

Here are the highlights of the sur 
vey of Business’ Plans for New Plants 


MAKES THE DRY TYPE and Equipment conducted in_ the 
month of October by the McGraw 
Hill Department of Economics. Plans 


POWER TRANSFORMERS reported in this survey are prelimi 


nary, because many companies do not 


complete thei ysudget reviews unt! 
YOUR CUSTOMERS NEED a. “igs Ps ; regi abe 


later 
of preliminary plans have accurately 





shown the trend of capital spending 
1959-1960 


Spire EXPENDITURES 
business are heading 
Preliminat 


for an inc! 


1958, and 





the same 
VIOUS 
completed 


a 
hen the 


nomy Ww 

recession u es reported 
example, figure available in ratings ; spend 5 
1/20th KVA thru 12 KVA, is designed 


with laminations exposed to provide max 


rom 
equipme 


mum air cooling. Heavy gauge pressed metal YAS the spr 
ver protects on end o r and wrap be , 
} S sll . , ; if 3 vised teen 

ound case é *r end of coil and 
rovides a large terminal <. This unit 

. } m< sted an Nvenient position . 

iy be m ( ny position és expenditures 
ie in 
i l exposed Pi 
:minations to prov naximum air cooling a Yet e Plants and I 
ficiency. Mounting feet are an integral part ' 

housings and | l I all 

horizontally for maximum <¢ ence equiy 


c 


spe nd 


desigr ib 
by 


1 
plans for spen 


sment do not 
me 


Multiple size knockouts and rg rmil return to th 
mpartment help f | Cturn tO Une 
Total spending 
mer shown as fhgure 
KVA thru 10 KVA, is 


with class H in 
vel (40°C 


. mated t 
billion spe 


(4{ 


r Case temp and 1960 


substantia 


to regain th 
lransforn KVA : . , e Manufacturing — Manufacturing 


15 

figure H) ar > S pplied wit ul r hangers A companies, most hich have spare 
either wall or floor mot g. Designed : 

with adequate class B insulation for con- capacity on ha n an to spend 

tinuous operatior 80°C thus keeping ; slightly less in 1 than in 1958. But 


yeight at a minimu! Drip proof case for . ‘ 
tdoor as well ; He | the decline of s small com- 

sared % . irc 1 
Transformers of 75 nd larger may be pared wit we irop in_manu- 
furnished standard as shown in figure J r : facturing outlay ween 195 and 


modified to meet your customer’s peculiar S ae 1958 ind subsequent revision of 





nstallation conditions. Drip proof case suit 


1 ' Hat 
ble for outdoor installation 


plans may result in an increase 
e Non-Manufacturing Nonman 


ome of the special feature vat can be 
ufacturing indu is a whole will 


supplied include switch gear or instrument 
) voltages or taps, other than 7 = , , OK 7 
= - 1. ' ie. spend more in 1959. The petroleum 
c insula . 

part of Taal industry, commercial business, rail- 

roads and the “other transportation 

and communications” groups all plan 

increases tal expenditures 

out ir Sales and profit ' : 

selling é These more tna wiset decreases 


lied on request planned in mining and utilities 


e All Manufacturing Companies 
ACME ELECTRIC CORPORATION ofits to be higher in 1959 
6712 WATER STREET CUBA, N. Y. than in 1958. The average increase 


expected is 9° in physical volume 


IDT 
SUP] 


Of 85,000 U.S. buiiding contractors 
in °57, 100 accounted for 7° of all 
construction in new buildings. 
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It's a 
pleasure 
to sell 


NON-RETURNABLE 
ol 





western 
insulated 


KING-SIZED, 
odo} Bie). Fi ojo] =) —4 > ae yy - i 3 mF 


Bronca brought them to you first! Still the cle. 
est, most easily identified labels available 
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CONTINUOUS 
BIG PROMOTION! 


Catalogs, bre 
advertising progr: 
that saturates the prim 


and cab es Wr te for de 


»90,000 


FOND ™ (if 

om 66 VV 

— =| 
cames . 


y 


CENTRAL 
FACTORY 
WARE - 
HOUSES 


In Chicago, Philadelphia, and Los Angeles t 
tributors who stock Bronco immediate emerg 
ice. Fourteen district warehouses. Delivery t 

in the country within twenty-four hours 


ne 


WESTERN INSULATED WIRE CO 
Los Angeles 58, Calif 


nia 


S ineteameemtacnsen 


“What it means 

to YOU to be a 
BRONCO DISTRIBU- 
TOR" — for the 

rest of the story! 





J.1. C. Boxes and NEMA Type 12 Cabinets 


es 


Smooth corners . . . all sizes 

from 44%” x 5” to as large 

as needed. Surface or flush 

mount, with hinged or screw- 3 

on covers. ATTENDING 


“The Line of Least Resistance” 


BOXES AND WIREWAY James H. McGraw Award 
Be sure of QUALITY, positive of excellent SERVICE on stock Goes to GE's Cordiner i” 
or ‘‘specials'’, with the complete line of BOSS Boxes, Wireway 
& Fittings. UL approved. : . 


BOSS Flangeless Hinged Cover Lay-in 


Assemble and lay 


at. a A . 
ae fo in wire after wire- 
ba " . 
RT) A 


£ no wire pulling or 
ee : risk of damaging 
. ~ . insulation! 


BOSS Flanged Hinged Cover 


Flanged on both 


ends any - Cand 
number of sec- a sit . 
tions can be put =a 
together. Knock- 1 ’ 


outs on sides 
relate ME slelal 


Equipped with 
protective screw 
shields. Cover has 
keyholes for easy 
removal without ; 

: ‘ © Judges 
entirely removing 


screws. 


Sold thru leading distributors. Write for new complete line Catalog. 
M 


THE HUENEFELD CO. Donald, The Thoma 


2703 Spring Grove Avenue CINCINNATI 25, OHIO ee eee 
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East, West Wings Unfold 
for Lighting Exposition 
NEW YORK According to Har 
old R. Meyer, president of the na 
tional Lighting Exposition, scheduled 
to be spotlighted at New York's 
Coliseum March 1-4, the Main Exhibit 
Hall is completely sold out, necess 
tating the opening of both the east 
west wings. One hundred 
ire now enrolled 
New Dimensions tor 
indle as its theme, U ex 
will be opened Dy uminat 
yineering Society chiel 
who will 
iddress. Fourteen 
on lighting have beet 
of the shov 


speak 


e “The Blackwell Report” 
( L.. Crouct 
e “Where are We Going In Lighting’ 
( M. Cutk 
e “New Ideas In Residential Light- 
ing” 
i. th K 
M e K 
e “Light and Architecture” 
Richar kK 
Gordon Bunshaft 
e “Outdoor and Recreational L ight- 
ing” 
\ I 
e “Institutional Lighting” 
}. St 
e “Commercial Lighting” 
M Ketcl 
© “Lighting Ideas from the Brussels 
World's Fair” 


MANUFACTURERS’ EXPANSIONS 


CHIC AGO—Johns-Marville's 
nth new factor 


‘ 
life on Nov 12. It is one of the eight 


in 1958 came t 
new plants in the company’s current 
expansion program. The new plant 
located in south Chicago, is operated 
by the Dutch Brand div. It increases 
by more than 50%, capacity for pro- 
duction of pressure-sensitive tapes 


and adhesives. 1958 is the firm’s 100th 














anniversary 


HASE 
tapes 
stick 
around 


longer! 


ric 


Order 


Chase & Sons Inc., 26 Spruce 
Street, North Quincy, Mass 
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PHILADELPHIA, PA.—Two new 
midwestern sales othces—one in 
Omaha, the other in Davenport, Iowa 


y \LBA : R have been opened by the I-T-I 
Circuit Breaker Co Philadelphia 


WIRE PULLING COMPOUND Seek eke dee camer Ga 


C. Swander has been appointed dis 
... pulls all covered wires trict manager of the new Davenport 
office He vill be is . 1! by Garold 


and non-metallic cables .. . “gg tines 


FASTER d RENTON, N.J.—John A. Roeb- 
an ling’s Sons Corp., Trenton, N.J. has 
completed a new 20,000-sq ft stru 


rey EASIER! =f vise 


IT ‘ 
ONCE e No mixing required : PEOPLE IN THE NEWS 

—— e Non-evaporating a ee 
YOU'LL « Che ee ian e rank > = 97 . ~ woe 2 
USE } dent ol arrell-Argast ectric 0., 
e Easy to apply Indianapolis, Ind., has been elected 


f 


IT e Listed Underwriter’s re-examination chairman of the board of directors of 


ALWAYS! service the firm. The election took place after 


the death of Thomas J. Farrell, for 

: mer president of the company. Rich- 

Order through your Electrical Supply House ard A. McNamara, former treasure! 
is the new president, and Charles 


ADAM COOK'S SONS, INC. | Argast, former secretary of the fem 


now Vic resident 


Electrical Low 
Awell D. Crandon, Jr., has joined 

Renlinete LINDEN, NEW JERSEY so Chadian < ree ps 
he National Association of Electrical 

Division Distributors at its headquarters in 
New York. He vy issume the duties 

of field representative Io! the organ 


ization. Former! (randon was as 


fAuthOtone NON-ELECTRIC Se tues Go dak as es che 


tral Power and ght Co., subsidiaries 


* 
Door Chimesk 
of N.Y. s responsible for ad 


ministration of sales and public rela 


STOCK — DISPLAY— SELL the best line 


: : tions and came 1 ntact with manu 
of non-electric door chimes designed for 


facture! agents ‘lectrical distribu 


sales to developments, apartments, homes : , 
tors, ip] itio I rs retaliers 


and do-it-yourselfers. The AuthOtone 
line has been nationally sales tested 
and is backed by sales stimulating pro- *, C. Sweeney | strict sales man 


ind consumers 


motional aides. You too, can profit with iger at eastern headquarters 
AuthOtone! for the Graybar Electric Co., Inc., 

Queens Plaza, N.Y W. G. Fee is 

* Drill hole and install in minutes new manager and W. J. Hewitt is 
operating manager at Lexington, Ky 
H. V. Bell has been transferred to 
Detroit as district financial manager, 
| the position he held in Minneapolis, 


Minn 


* No wires, completely mechanical 

* Sounds two harmonizing chime notes 
SUBURBAN MODEL A continued favorite seller. 
Authentic colonial knocker in solid polished brass. 


UNIVERSAL MODEL NEW YORKER MODEL Fred G. Smith is the new sales 


Gleaming Push button & manager of Fox Electric Supply Co., 
push button operation j Elgin, Ill. He is a veteran of 20 years 
plate in with a ew, 
polished one way 


in the electrical supply business, hav- 
ing served with Graybar Electric Co., 


brass finish mirror ; 
with name peep hole ‘ A anc the Electric Supp \ ( orp ot 


plate holder. Has no equal Outside plate in satin ( hicago 


as an economy model brass or satin aluminum 


Clarence H. LeVee has been ap- 
pointed vice president, engineering, 
A. B. Chance Co., Centralia, Mo. In 

. his new position, he will be in charge 
Auth Electric Co., Inc. gh secssyg goes i alroe a 
| of all product engineering research, 
Dept. H2 — LONG ISLAND CITY 1, NEW YORK 


Write today for full information 


| development and design 
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of Allis-Chalmers, was reelected as 
president of the National Electrical 
Manufacturers Association at the 32nd 
annual convention last month in At- 
lantic City 

lwo new vice-presidents were elec 
ted. They are Chris J. Witting, vicc 
president of Westinghouse, and W. R. 
Persons, president of Emerson Elec 
tric Manufacturing Co. Reelected as 
vice-presidents were A. D. R. Fraser, 
president of Rome Cable, and N. J. 
MacDonald, president of Thomas & 
Betts. J. R. MacDonald, chairman and 


president of General Cable, was 


Joseph L. Singleton, vice president PROMPT SERVICE ANYWHERE IN THE U. S. 
u 





elected treasurer 
New members of the board of 
governors are J. W. McMullen, vic« 
president of Allis-Chalmers; E. F. 
Mulligan, president, Abolite Lighting when 


C. H. Bartlett, vice-president, West you handle 
inghouse; O. L. Dunn, general mana If vou sell Hevi-Dutv t 


eT motor and generator division HEVI-DUTY quick deliveries and convenient 
General Electric; Elisha Gray, Il, benefit from his good will 
president, Whirlpool; A. G. Patterson, dry type Hevi-Duty sales and service 1 


nresident. Square D: R. L. Westbee. ically located throughout the U: 
eee i transformers 1 phone call to bring immediate 


vice-president Minnesota Mining and 
You can quote delivery 


Manufacturing, and W. C. Wichman, KVA ee 
units up to 100 ; 940/480 — 120/240 

general manager, Hotpoint division, nits up to 100 Ki’ oe . es om 
units up to (490 KVA, 480/208Y/120 \ 

General Electric 

Reelected were A. A. Berard, presi 

ient, Ward Leonard Electric; S. M. 

, ide ile *raser: m on ary type power 

Ford, president, Silex; A. D. R. Fraser; seni ani” (meat HEAT PROCESSING FURNACES MEWYSESEP EY flecraic ex 

ce, ie Heberlein, vice-president ITT insjorme DRY TYPE TRANSFORMERS — CONSTANT CURRENT REGULATORS 

Circuit Breaker; J. R. MacDonald; MILWAUKEE 1, WISCONSIN 


Thomas McDonald, executive vice 


yresident, Minneapolis - Honeywell 
hedicies ind F. H. Roby. seashell p be) w & R ' Se A r T STOCKS 


ir 


Specialty transformers can be made 








vice-president, Federal Pacific Elec- 
PRIMARY FOR IMMEDIATE 


tric 
BUS SUPPORTS SHIPMENT 


Thomas R. Ryan has been ap 
pointed sales and application engineer, 


northeastern district, for the Triangle = : 
Conduit and Cable Co., Inc., New “= © Contractors, Industrials, and 


Brunswick, N. J. He will be available "read pms Utilities rely on the accuracy 
to consult and advise distributors on 
a technical basis, with wire, cable and ' ‘ , . ; of these Bus Supports fo meet 
exacting service conditions. 
~.. a Available for Indoor and Out- 
William H. pry 2 the new » - door Service — flat or pipe 
mong age eines, Gasae 3. " mounting. Conform fo NEMA 
Kennedy has been appointed general standards. POWERCRAFT  in- 
sales manager of the firm. Until re 7 * yifes your inquiries on any 
oar ge ne = . _ St special Bus Support require- 
or office oO mraybda o a , 
Brite, he will be in charge of sales in ment. Other POWERCRAFI 
the 13-state territory from Washing . Products . . . Indoor and Out- 
ton north and from Pittsburgh east . - door Disconnecting Switches, 
- Bus Clamps, Power Connec- 
C. Gregg Geiger has been pro- { Dj F Fitti f 
moted to the position of general sales ; win ipe rame tings 10r 
manager, Johns-Manville Dutch Brand ' 144" 1. PLS. Pipe, and Clamp 
div., Chicago, III Insulator Supports. 


conduit application problems 


Raymond W. Cummings was elec- SEND FOR NEW CATALOG. 


“d > : c a se-Hinds Co., 

Svrane, NY He suceess 3) POWERCRAFT CORPORATION 
ruttle who continues as chairman of 2215 De Kalb St. Phone Prospect 6-4532 ST. LOUIS 4, MO. 
the board Since 1932 
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IT’S HERE! 


~he 





Electrical Equipment Manual 


by J. F. McPartland and 
W. J. Novak 


Here's 4'2 years of the ‘“Salesmen’s Technical Notes 
format in this 176-page, 6’’ by 9” hard cover book 
Everyday 


presented in a new 


easy-to-use data on 


Lamps e Motors e Motor Controls 
Lighting Fixtures e Wire and Cable e Wiring Devices 
Transformers e Switches 

Capacitors e Relays 

Protective Devices e Pole Line Equipment 


Switchboards & e Raceways and 
Panelboards Busways 


Air Conditioners 
Heaters 
Generators 


Sound Systems 


Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLA 
TION—with SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 


Designed for use as an instruction manual or as a reference text aimed 


at the practical interests of 


Electrical salesmen Electrical inspectors 
Plant engineers 
Architects 


Consulting engineers 


Electricians 
Electrical contractors 
Estimators 


GET it for yourself! 





GIVE it to your salesmen and customers It's a really worthwhile 





Christmas present 


SELL 


it over the counter’ Order 50 or more copies at $3.00 per copy 





ORDER your copies now for only $4.00 per copy by filling in the 


coupon here 





Please send me copies of the sturdily-bound, 
176-page book “Electrical Equipment Manual” at $4.00 
per copy ($3.00 per copy for orders of 50 or more). 

Enclosed is full payment of $ 


Electrical Wholesaling 
Dept. 270-059 

330 West 42nd St., 
New York 36, N. Y 


PLEASE PRINT 


NAME 
ADDRESS 
CITY 


COMPANY NAME AND ADDRESS 


Robert L. Bobo has been elected 
vice president, marketing, Federal 
Pacific Electric Co., and Harry E. 
Knudsen, Jr. was elected sales mana 
ger of the firm 


Quadrangle Manufacturing Co., Chi 
cago, announces the appointments ol 
the following esentatives: W. O 
Proby & Associates, Inc., Seattle, for 
Alaska Washington Oregon and 
Idaho; K. E. Ingerson, Syracuse, N.Y 
for the eastern part « upper New 
York state vassaing Bros Clayton 
Mo., for southert n ind 
Missour 

Rochest« 


of upper! 


astern 


Agency 


Pass & Seymour, Inc., | 
the app t of Ricl 
as sales representative 
chester District of New Y 
Emmet Maher, J th 
sentative th N () 


Day-Brite Lighting, Inc., 


} ‘ ‘ +} (> 





Stringer Safety Equipment 


Our 15th year serving 


The Electrical Industry 


fea 1 


Sold through the Electrical Wholesaler— 
Attractive discounts — The finest and 
safest you can buy. Write for new 
catalogue No. 15. 


UTILITIES SAFETY 
SUPPLY CO., Inc. 


Lee’s Summit, Missouri 
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The Arrow Conduit & Fittings Corp., geen 
Brooklyn, and the Arrolet Corpora a 

tion, Montgomery, Penn., have ap 

pointed Suchman Associates for 

California territory with offic 


ee wai ey “EXTRAFLEX” 


OBITUARIES (Autoflex) 


CONDUIT 


IMMEDIATE 
fy TRADE AREA STOCK 
“— 


U-20B Black or U-20G Grey T Ask f 

. | As or 
Extra Flexible ‘SEALFLEX’ | Catalog 
UNIVERSAL “SEALFLEX-U”, UL Approved Grade \ EPB-4 


LIQUID-TITE Electrical Conduits 


Solomon Krug 
Solomon Kr 
liable El ric S 
N.J 

Mr. Ki 


QUALITY... 

Atll-THctal 
Flexible 

Hose Products 





We stock 


ever nceivable YQ “oy 
ronda ot | 2 “Trine S new 


ELECTRICAL WIRE ™ 


a eat a he, lighted mite 


IMMEDIATE DELIVERY 


1 . 
WRITE + WIRE + PHONE nate sedhgy edad Soar ga ~ ¢ , for 


. mc vnsometor woe atTIC YS | ringing 
MATAR des stock tray and 10 piece 
SVS tl i Pe $143 push Sq bells 
. , : and 
EASTERN ELECTRIC fT hutton | ie 
Sales Company = 


3000 W. Columbia Ave. 
Phila. 21, Pa. 


oe MW Saae.. 
POplar 9-0400 POLISHED BRA HROM 
TELETYPE: PH 913 








Trine Manufacturing Corporation, 1430 Ferris Place, New York 61, W. } 
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95 





Ford Hospital in Detroit, Mich. on 
Nov. 6. Mr. Fife was a member of the 
Detroit Commandery #1, the Noon 
tide Club and the Electrical Assoc 


Combine Your 
Porcelain Orders gar el rap his wite Emma two 


daughters, Mrs. June Hight and Mrs 
Doris Weston, ind one son Dale 


i h 
wit Also surviving are his mother, Mrs 


William Fife, two sisters, and three 


| 
| 
| 
} 





M t Kit | brothers and six grandchildren. One WHEN ! BUY 
as iTS: of Mr. Fife’s brothers is D. Lyle Fife ETS 
president of Fife Electric Supply 


QUALITY 
Fred S. Baldwin FITTINGS” 


n, chairman ot the 
of d Baldwin-Hall Co., 
Svracuse, N.Y died Nov 20 
is a former commissioner of edu 
racuse. His age was 7 
E.T.P. always takes care of me on pri 
and quality! As a supplier, they've certain- 
BULLETIN ly earned my confider 


jence of my customers know their ce 
CHICAGO—As we meet our dead- | &"°¢ OF! I know their price 
Is consistently mpetitive—their connec 


line we learn that Henry Czech, | tors and couplings consist naetay. 2 
managing director, The Midwest Elec- } 
Tas 


ice—and the confi 


trical Distributors Association, plans (U 
to retire January 1, 1959. On that date R Cb 
he will have completed 54 consecutive : 
years in the electrical Industry. 

Czech retired from Wesco in Dec. 


SA VE of °54. He took over the distributors’ 


association for the late Arthur Me- 


Freight costs! Givern. 
Combine 


» PORCELAIN | : 
PRODUCTS ETP FITTINGS OFFER 


MAST KITS with ALL THESE 
. EXCLUSIVE ADVANTAGES: 
wireholders to 


@ Exclusive Pre-Set, Deep-Slotted 
H Staked Screws. No backing out 
make prepaid for conduit. 
H cor i @ Concrete tight! Far surpasses U.L. 
shipments, Figs SY ER requirements. U.L. File Card E24788. 


Precision beveled edges with new, 
extra heavy duty precision locknut. 


One piece solid tubular steel— 
cannot open or spread. Sized for 
uniformity. 

@ Lustrous zinc, heavy plated finish 
with heaviest gauge wall thickness. 
Available in 42", %”, 1”, 1%” (one 
screw type) and new 142” and 2” 
sizes (two screw type). 





Send for 
NEW Mast Kit i oe | CONNECT WITH FOR ECONOMY 
Brochure : 
Write for free samples and brochure 
Vy" to 2” sizess HOT DIP GALVANIZED 


Electrical Porcelain 25 and 100 nipples in cartons 
Since 1894. of assorted lengths from 
close to 6” long 


Porcelain Products. Ic. ELECTRIC TUBE PRODUCTS 


CAREY, OMIO 1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 74-16 Grand Avenue Maspeth (N.Y.C.),N.Y 
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WRITE FOR 
CATALOG 


KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


* Simply slip GETS-A-LITE GUARD 

AND GUIDE over the fixture, as illus- 
trated. 
Made of indestructible spring 
wire Nothing to break, get out of 
order or replace. Will last indefinitely. 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 


steel 


Nothing to unlock, fuss with or lock, 
when changing lamps. 


GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- 
abling maintenance man to change 
lamp in 10 seconds! 


Available for 40 watt and 100 watt 
fluorescent lamps 


GETS-A-LITE Company, Dept. EW-128 
3865 N. Milwaukee Ave., Chicago 41, Ill. 


December, 


Big Attendance 


ontinued from ¢ 


irlyle 


chapter 


Square I Ce nd ©O 
managel Kansas ( 
ff NECA 

e Not All Business 
Nusines 7 Ti a ’ 
was held for the 


esented 


) one ot the ; 
e New Officers Elected a ( 
for 1959 was Allar | Kors 
president of the Korsmeye! 
Other oth S 


dent 
meyer 
Co., Lincoln, Neb 
WwW. ( Adamek,. first vice-pres 
( I Butler second 
Ralph Reid tal 
Whaley treasure 

Directors are 
J). Robert Fole 
Titus Schmid, Carro 
W. W. Metzenthu 





Two New Minerallac Quality Products 
Designed for Jobs Too Heavy for 
Standard Jiffy Clips 


MINERALLAC 
Heavy Duty so Medium 








JIFFY CLIPS 





‘\ 
Also 
available 
without 
mounting 
hole for 
use with gun. 


Made of heavier materials! Has exclusive 
inverted rib, that provides more strength at 
the bend of clip and, of course, adds 
the benefits of famous “Snap On” feature! 
in stock in Zinc-Plated Stee! for 
or Rigid Conduit up to 6 Hot Dippe 


vanized may be obtained on order) Car 
substituted for malleable clips 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, Ill. 


MINERALLAC 
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Combine Your 
Mast Kit Orders 


with 
Porcelain! 





1984 


SAVE Freight costs! 
Combine PORCELAIN 
PRODUCTS WIREHOLDERS 
with mast kits to make 

prepaid shipments. 


A complete, quality line of 
secondary service materials 


a 


Electrical Porcelain 
Since 1894. 


Porcelain Products. Ine. 


CAREY. OnI0 














Xcelite 
Xcelite 


itistac 


Sell Xcelite Tools .. 


XCELITE, incorporaten 
ORCHARD. PARK, NEW YORK 
Canada: Charles W. Pointon, Ltd., Toronto 


IMMEDIATE DELIVERY ! 


ALLEN-BRADLEY 


INSULATED COMPOSITION 


RESISTORS 


4 W.. 1 W., 2 W. 


Write for 
price bulletin EH-12 


RESISTOR WHOLESALERS CORP 


71 Murray St., New York 7, N. Y 
WoOrth 2-7862 


tion means 


. 
Fates tneeetieieestetetieinee tetera 


Customers won 


and come bax 


more les and Profits for y« 


. Preferred by the Experts! 


PREFERRED BY THE EXPERTS 


ELECTRIC SUPPLY 
DISTRIBUTORS, JOBBERS 
WANTED FOR 


ELECTRIC 
HEAT LINE 


Choice protected territories open 
for fast moving electric heating 
Products 


heaters 


include baseboard 
and 
Baseboard heaters by this Western 


line. 


wall thermostats 


——.ee eo eo ew eee eo eee eee w ewe owe wow ooo 


manufacturer outsell every make in 
the Pacific Northwest. Get com 


plete information—write today to 


SWAN MANUFACTURING CO. 
1801 West 26th Street 
Vancouver, Washington 


or call E. W. James, Sales Mgr. at 
OXford 3-2305 in Vancouver 





eee 


— 


MORE NEW PRODUCTS 


Wiring Devices 


New line incorporates use of dual 
pressure-lock terminals 


New line of combination w 


iring ae 


vices for nev ymstruction or rewiring 
ncorpo! lual pressure-lock 
con 


er. Termin 


terminals that permit looping of 
ductors 
iclosed and 
In addition 
the 
\ ¢ . wane ¢ nd 

Ces tO S$ Cc vil i iK and ma 


als ire 

marked for 
internal connections yuple de 
terials dditi | features stressed 
s extra-long 
have double 
nk 


common feed 


connects 
two swil 
\ aking 
e General 
dept., 


and Or 

out link with screwd! 
Electric Co., Wiring 
Providence, R. I. 


Device 


Receptacles 


New of receptacles offers 
choice of grounding arrangements 
New I ved ( reed line « 

, > : it waeal 

I \ 4 PC} PALL 

Rated 


125-\ 


ine 


he maker 

imps 

iK¢ n stand 1au x plate. Listed 

by UL. e Arrow-Hart & Hegeman 
Electric Co., Hartford, Conn. 


Circuit Breakers 

Breaker applications now range 
from lighting circuits to commercial 
power 
New line 


ers ind ¢€ iO re designed for 


uses 
rcult Dreak 


interchangeability vit ill existing 


features im 
luced instal- 
e Federal Pacific Electric 
wa, NN. J. 


eye-appeal 


Co., New- 


Wire and Coble 


WHER YOU WANT IT 


Frem Chicage yeu can get immediate delivery on 


a 


Type VCL Power Cable 


Which is ne of the 
carried in our Chicago Warchouse Stock 
Also all types of Power, Control, Lighting 
and ication Cable 

Let us supply your wire require 





many constructions 


Commun 
ments. 


UNIVERSAL WIRE & CABLE CO. 
2915 N. Paulina Street 
Chicago 13, !Ilinois 
Stocks carried in Houston 
and Los Angeles 
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WANTED 
MANUFACTURERS REPRESENTATIVES 


Switchplates and House Numbers 


Need representation in many areas for a quality 
line of nationally known wrought iron and 24 kt 
gold plated, 88 
gold plated house 

packaged had 
the department store 
tact Sam Beychok 

January 11-16, 


retail switchplates and 24 kt 
Attractively skin 


enthusiastic 


numbers 
have acceptance in 
trade 
NHA Show 


Chicago or 


and wholesale 
Booth C-1012 
Pier 


o 
Lon 


Navy write 





Southern Fabricators Corp. 
225 Aero Drive, Shreveport, Louisiana 








REPRESENTATIVES WANTED 


AAAI organization requires ag 
gressive well established repre- 
sentatives to sell wire, cable, cord 
sets to electrical distributors in a 
number of areas, non-conflicting 
with wire mill or devices manu- 
facturers. Write to 


RW-9253 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, II! 











SELLING OPPORTUNITY OFFERED 


lade oy Manager with part selling for Whole- 
‘ yg tens yH Near 5t. Louis, M 
W-9192, Ele 


ouse, 


1 Wholesalir 
POSITIONS WANTED 


Young, enpentensed supply ‘selesmen with leod- 
ing distr ‘ desire position with mfg. or 
gent stern states preferred. Confider 

changed lf Electrical Wholesaling 


en ex- 


Custom built producing a mo who is not 
arm to top management r 
isiness distributors na 

nationa am now seeking 

ratus and suy 
the 


with 


ment in t 


M.B.W 


SELLING OPPORTUNITIES WANTED 


Well established Manufacture rs’ 


state f Florids 


Agency. cover- 


ing entire cess f years 
alling 


eers Ex 


} al 
lair als 


that can be developed il re 
RA-834 Elect al Wholesaling 
Aggressive Representative Organization with 
established « tome wi to acquire ine 
that can he old t wh ~ t throughout Ohi 
ind Indiana. RA-& r rical Whole 
Seeking additional lines, Elec a ng & Appare- 
zation « etropolitar 
New York a rs ex 


e following 


Electrical Who 


exten- 


Aggressive young mg oN 

vears 
lines des ires an additional g - li 
sale rade in Oregor 


RA- . Electrical 


established for 
handling tw eading national elect 
ne to the 


and Ww ash ingt 


or Oreg 
Wholesaling 
ae eng my representative wants line with a 
fut re, has active following with the E 
Wh lesaler and Jobbers in the territory of New 
York City, Long Island, Westchester County, ar 
Northern New Jersey. RA-9287, Electrical Whol 
aling 


lectrical 


Maryland, Washington, 
aggressive merchandising 
tive with an engineering background, age 36, 
eeks an additional good line to the wholesale 
trade. RA-8939, Electrical Whol 


D.C. and Virginio—An 


minded representa- 


esaling 
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CLASSIFIED 


ADVE 


SELLING OPPORTUNITIES 


AGENTS WANTED 


LINES WANTED 


POSITIONS WANTED 


BUSINESS OPPORTUNITIES 


UnD.ortain 


P. O. Box 12, New York 36, N. Y., 





Send NEW ADS or Inquiries to Classified Adv 
for January issue closing 


A 


of ELECTRICAL WHOLESALING 
December 15th 














LIGHTING MANUFACTURER'S 
REPRESENTATIVE WANTED 


MINNESOTA, NORTH DAKOTA, AND SOUTH DAKOTA 
An exceptional opportunity f 

ng salesman to represent 
being specified and displayed | 
We manufacture a full line 
fluorescent fixtures—provide 9g 
liveries—and strong promotional backing 
The man looking for a better thar 
will find here the chance to make ability 
and drive pay-off in a big way. Send full det: 


average 
averag 





Litecraft Manufacturing Corp 
100 Dayton Ave. Passaic, N.J 








Wholesale Electric Distributor located south of Les 
Angeles has opening for an aggressive, all around 
experienced young man of good personality to assist 
head executive in charge of operation. Outstanding 
opportunity for the right man to grow suerc 
with growing concern 


essfully 

Please send complete confidence to 
SW-9334 Electrical Who esaling 

68 Post St., San Francisco 4, Calif. 


resume in 








WANTED 
MANUFACTURER'S REPRESENTATIVE 


Long established manufacturer of widely di 
versified electrical equipment has opening 
for aggressive, experienced representative 
Territory offered includes all of Northern 
Iliinois and N.W. Indiana. Line is sold 
through electrical distributors; but includes 
promotion to contractors, architects, build 
ers, utilities, etc. All information confiden 
tial. Submit resume 


RW-9386, Electrical renee 
Adv. Div., P.O. Box 12. New Ye 





nr] 





You will receive better results from your 
Representative Wanted advertising’ if you 
will state in your copy what territory or ter 
ritories are available 








BUSINESS OPPORTUNITY 


health, the 
established 
& Mine Supply Co.’s in Ky 
ement. Wonderful opport 
dle aged, aggressive experienced exe 
assume management on profit sharir 
rehase arrangement. Your reply w 
+ nfi ler ¢ BO-9 Ele +r 


Due to ill moenagement of one of 
the oldest Plumbing Jeatir Ele 
trical, Mil 


plates retir 


FOR SALE 


95—12" x 16” x 4” telephone cabinets with 
weatherproof plywood backt h gy, t 

coats insulating varnish stands rd 

each f.o.b. These are 


cost. Subject t 


new 








WISCONSIN REPRESENTATION AVAILABLE 


By e pe pe 
PHIL BARDON 


lec Ay M 





> —— MANUFACTURERS! —— 








ELECTRICAL LINES WANTED 


By competent and experienced sales repre 
sentative covering New York and New jer 
sey Metropolitan area. Fifteen years in elec 
field archi 


trical selling. Regular calls on 


. ’ bh aitider 
ntract uilders 


distribu inte 


tects, en 
ties 


gineers, ¢ utili 


industrial an ested 


j 
in supplies. tools. all 
f 


NED ELLIS 


5U cour. of 
New York 7, N. Y 
REctor 2-1766 








MANUFACTURERS 


FOR DEPEN~448.¢€ Re? cao—ENTATION IN 


FLORIDA 
@ EXPERIENCED @ QuALiriED @ AGGRESSIVE 
FAY-SHAW & CO., INC. 
ELECTRic AL MANUFACTURERS AGENTS 
OFFICES IN 
MIAMI — CLEARWATER 
ONE OR TWO ADDITIONAL LINES 


WOULD BE CONSIDERED. 
INQUIRIES, IN CONFIDENCE, TO 


P. O. BOX 273, CLEARWATER, FLA. 








SIDE LINE FOR SUPPLY SALESMEN 


working in Zone 1! 














ARROLET 
SWITCH BOXES 


ia 

carry 

the load of 
Modern 
Home Wir 


4” OCTAGON BOX 


with BF Bracket 


= 1 SKNBF 


Non-Gangabie 


SWITCH BOX 


Products 


SWITCH BOXES 
OUTLET BOXES 


BOX COVERS FITTINGS 


ARROLET 


[en 220) © Benen, | 


Montgomery, Penna 


Seles Representatives & Warehouse Stocks® BALTIMORE, MD 
* *CHICAGO, til. * * 


* GREenssoro. WC. * * 

ANGELES. CALIF. * * ° 
MEWTON CENT®E MASS © * ' 
“RICHMOND, VA. + ROCHESTER. NY 


AMPA FLA 


* “SEATTLE, WASH 
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Universal Wire & Cable Co 
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SUIPKNOTrT 
Jinor 
"se 
tes 


‘tlectrical bn 
TapE. 


* nupeee coma’, 


a 


SOLD ONLY 


GR) RECOGNIZED 


at an 


PLASTIC 


ELECTRICAL | 
, TAPE 
., . 


» ' 
’ 


* 


It has been our firm conviction for more than 6 


years that the electrical industry has saved time 
and money through recognizing the unique service 
of the full-functioning distributor. That is why 
Plymouth Tapes are sold exclusively through them. 


Specify SLIPKNOT and PLYMOUTH through 


your distributor. 


—_ 


PLYMOUTH RUBBER COMPANY, INC. 


Makers of SLIPKNOT FRICTION TAPE 
DIVISION 10 CANTON, MASSACHUSETTS 





“‘When a motor we installed single-phased — 
Fusetron Fuses saved our reputation and 


“Recently I sent several of my men to install a 50 
h. p. air conditioning unit for a customer 


_ “It seems that my man who wired the 200 amp 
switch failed to tighten a lug 


‘‘When the unit was started, it didn’t take long 
for trouble to develop. The loose connection caused 
one Fusetron fuse to blow. The motor started to run 
single phased but before any damage could result the 
other Fusetron fuses protecting the motor also blew 
and shut down the motor 


“My company stands behind its work. If the 
motor would have burned up, we would have rewound 
it without question. I know this would have cost us 
at least $200. 


“What is important too, our reputation was 
saved and we have a satisfied customer. If the Fuse- 
tron fuses had not given us an opportunity to go back 
and do the job right before the motor was damaged, 
we would have been in a ‘hot’ spot.”’ 


DON'T RISK LOSSES! Using ony other type of protective device 
may cost you for more thon replacing them with Fusetron fuses. 





For Loads above 600 and up to 5,000 amps . . . Use BUSS 
Hi-Cap Fuses They can be coordinated with Fusetron fuses on 
feeder and branch circuits to limit fault outages to circuit of origin. 





. Bulletin FIS on Fusetron juses 
Bulletin HCS on BUSS Hi-Cap fuses 


Write jor 


Bussmann Mfg. Division, McGrow-Edison Co., St. Lovis 7, Mo 


a $200 rewind job.. .”’ 


MELDRUM ELECTRIC COMPANY 


Houston, Texas 


C. 8. MELDRUM 
Meidrum i 


/AUSETRONY yep 
Nass, ACUISON Y/ 


Play Safe! Install FUSETRON Fuses and BUSS Hi-Cap Fuses throughout entire Electrical System. BUSS 


Show Motor Users How Contractor C. B. Meldrum 


Prevented a Motor Burnout— 
It Can Help You Sell More Fusetron Fuses 


The above condensed message telling 
how FUSETRON dual-element fuses pre- 
vented motor burnout when a single 
phasing condition occurred, can furnish 


you with the basis of a real sales talk. 


In it Contractor C. B. Meldrum of 

cf 
Houston, Texas describes an incident that 
might occur on any motor installation— 


and he shows how 


FUSETRON fuses 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS a 


saved the motor and prevented a cash loss 


to him. 


By repeating this message to men in- 
terested in the protection of motors, you 
may do them a real favor and at the same 
time expose yourself to some profitable 


fuse business. 


W hat more can a salesman ask 


BUSSMANN MFG. DIVISION 
McGraw-Edison Company 
St. Louis 7, Mo. 


INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 





